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HERMAN WATSON 


Fort Payne, Alabama 
February 7, 1955 
Dear President Becker: 


Eleven years ago today, I signed my contract with The Franklin. I 
reflect with pride that I was the first agency representative contracted 
by State Manager Chamberlin in the State of Alabama. 


I submit herewith my record for these eleven years: 
FEBRUARY 7, 1944 TO FEBRUARY 7, 1955 


National Rating Number 
Each Year of Sales Volume 


4th Place 254 $ 465,000.00 
8th Place 279 516,500.00 
8th Place 329 813,000.00 
....4th Place 377 862,500.00 
378 720,000.00 

401 1,367,750.00 

319 1,125,500.00 

265 877,500.00 

310 1,278,500.00 

316 1,051,375.00 

302 1,111,500.00 

31 125,750.00 


Total Sales 3,561 Total Volume $10,314,875.00 
Total Working Days 3,432 
I wish to thank you for your inspirational 
guidance through these years. To know that 
the man who leads our great Company under- 
stands a salesman’s problems, has been a 
never-ending source of encouragement to me 
in the field. 
Sincerely yours, 


Herman Watson 
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CHAS. E. BECKER, PRESIDENT SPRINGFIELD, ILLINOIS 


A DISTINGUISHED SERVICE SINCE 1884 
. The largest legal reserve stock life insurance company in the U.S. devoted 


exclusively to the underwriting of Ordinary and Annuity plans 
Over One Billion Eigbt Hundred Million Dollars of Insurance in Force 
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The Golden Rule Privilege of Appointing their OWN 
Agents—and Earning Increased Bonus and Renewals on 
those agents! 


Top Commissions on 16 Leading Policy Contracts—Plus 
Bonus on Both Personal and Agency Production! 


Long Term Vested Renewals on Both Personal and ' 
Agency Production! ’ 


Z Ps a Friendly, Effective, Home Office Help ia Recruiting and 
f < a New Agents! 
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, Piseove YOUR rd 
Glorious / 
New World’ 
Today by 
Writing to: 


AGENCY BUILDING 
OPPORTUNITIES IN: 


Arizona, California, Delaware, 
Florida, Illinois, Indiana, lowa, 
Kansas, Kentucky, Maryland, 
Michigan, New Jersey, North 
Carolina, Ohio, Pennsylvania, 
Texas, Virginia, Washington 
D. C., and West Virginia. 


SA 


The COLUMBUS MUTUAL Life Insurance Company 


Carl Mitcheltree, President 
Ben F. Hadley, Vice-Pres. & Sup’t. of Agents Columbus 16, Ohio 
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Profitable Selling 
to Middle Income 
Buyer Is Challenge 


Means Creating Techniques 
That Limit Prospecting, 
Programming Time: Dowell 


The major potential market for life 
insurance is now the vastly increased 
number of middle income people and 
the problem for the agent is to find a 
way of cultivating this market effici- 
ently, said Execu- 
tive Vice-president 
Dudley Dowell of 
New York Life at 
the New England 
States General 
Agents & Man- 
agers Conference 
at Swampscott, 
Mass. 

“The agent must 
succeed in selling 
policies of reason- 
able amounts to a 
reasonable propor- 
tion of prospects in this group without 
spending an unreasonable amount of 
time on prospecting and program- 
ming,” he said, “When he succeeds in 
doing this, he earns a good living 
and our sales expense ratio keeps 
within normal bounds. Not all agents 
have learned to do this. Not all agency 
men have learned to help their agents 
do this. Eventually, however, I feel 
sure we can develop techniques for 
reaching this market. 





Dudley Dowell 


“Probably we will have to put more 
emphasis on teaching salesmanship 
rather than technicalities, more em- 
phasis on package selling rather than 
elaborate programming. And, if the 
trends toward group pension plans and 
individual home ownership continue, 
we will find more savings channeled 
into these forms of old-age protection. 
As a result, we will probably have to 
sell more of the family income type of 
insurance to the middle-income mar- 
ket, giving breadwinners more im- 
mediate protection per dollar of premi- 
um.” 

Mr. Dowell pointed out that in the 
last few years the life insurance busi- 
ness has become more dynamic than 
at any time since the 1920. There is a 
ferment of research activity in nearly 
every company. Products, prices, and 
procedures are all feeling the impact 
of a restless search for more effective 
and economical ways of serving the 
public, he said. 

“Many companies have opened new 
Offices, stepped up their programs of 
recruiting and training, offered new 
and more attractive plans of life in- 
Surance, and have begun to advertise 
their innovations with unusual forth- 
tightness,” he observed, then added a 
sly dig at the critics of cost emphasis 
in advertising. “Some companies even 
seem too proud to let the public know 
all about the basic facts, including the 
Price of their product.” 
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Graded Rate Plan 


Industrial Future Bright, LIAMA Group — jroege Reversal of 
Hears; Lynch Chosen to Head Committee 


A bright future for industrial life 
insurance, although a lessening in the 
importance of weekly premium pay- 
ments, was predicted by Charles J. 
Zimmerman, speaking at the closing 
session of LIAMA’s combination com- 
panies meeting in Virginia Beach, Va. 

The managing director of LIAMA 
said he thinks a changing market is 
producing a swing toward monthly, or 
even less frequent, payment of pre- 
miums. 

William P. Lynch, 2nd vice-presi- 
dent of Prudential, was elected chair- 
man of the combination companies 
committee. He succeeds David F. S. 
Johnson, vice-president and manager 
of agencies, Interstate Life & Accident. 
Also elected were three new commit- 
tee members to serve three year terms, 
Charles T. Clayton, vice-president, 
Liberty National; L. L. Hoecker, exec- 
utive vice-president and_ secretary, 
Home State Life; and Glen J. Spahn, 
2nd vice-president, Metropolitan. 

Mr. Zimmerman made it clear he 
was not predicting the demise of the 
debit system. He urged companies to 
hold fast to this system that offers 
such strengths as personal contact and 
congenial relationship between the 
good agent and his policyowners; a 
well-defined market and well-defined 
prospect; specific duties for the agent; 
a basic foundation of agent compen- 
sation; advantages of close and effi- 
cient supervision; great opportunities 
to build public good will for the agent, 
the company and the business. 

Describing combination and indus- 
trial companies as perhaps the most 


important group in the business Mr. 


Zimmerman said these companies have 
offered tc meet the needs of all classes 
of people. 

He suggested that every life insur- 
ance man should be grateful to in- 
dustrial writing companies because 
life insurance would not be in its 
present strong position without them. 

Nearly two-thirds of the 93 million 
policyowners in the U. S., he noted, 
are industrial policyowners on a week- 
ly premium basis. 

However, he continued, no group of 
companies can afford to stand still 
in these changing times. He urged that 
agents reach out for new opportunities 
to expand life insurance coverage to 
many more people—while holding fast 
to the strengths of their present system. 

Mr. Zimmerman asked “are you pre- 
paring to change your product and 
your operating methods to meet new 
conditions in a changing market?” 
Among new conditions he cited the 
trend to monthly premium payments 
and to use of payroll deduction, in- 
creasing competition with other forms 
of insurance and other types of sav- 
ings and investment plans, and in- 
creasing competition with salesmen of 
hard goods. 

Among other recent changes which, 
he said, have an even greater impact 
on combination companies than on 
ordinary, he listed changes resulting 
in greater legislative security, evi- 
denced directly through social security, 
and indirectly through income tax 
laws that have largely forced the de- 
velopment of mass insurance cover- 
ages. 

Other changes, he said, have come 

(CONTINUED ON PAGE 16) 








Late News Bulletins... 








a 

Farm Bureau to ‘Evaluate’ Sales Counters July 11 

COLUMBUS—Bowman Doss, executive vice-president of the Ohio Farm 
Bureau companies, yesterday issued the following statement: “On April 11, the 
Farm Bureau companies rented space in the Hecht Co. stores in Washington, 
D. C., Silver Spring, Md., and Arlington, Va., for the purpose of making insur- 
ance services more readily available to the public. 

“The experimental period will be concluded July 11, at which time the insur- 
ance companies will evaluate the success of the project as a new method of 


distributing their insurance services.” 


McHaney for Bills Curbing Social Security 
WASHINGTON—Charging that “too much social security can undermine our 
way of life,” President Powell B. McHaney of General American Life urged 
support for two bills designed to encourage private thrift. He was addressing 
the insurance and economic security luncheon of the U. S. Chamber of Com- 


merce. 


One of the bills would allow tax deductions for premiums on annuities and 
life insurance policies. The other would exempt from social security taxes and 
benefits anyone eligible for similar benefits under private plans. 


N. Y. Life Issues $2,000 Children’s Policies 


As a result of last week’s liberalization of the New York insurance law to 
permit higher amounts of life insurance to be issued on children under age 15, 
New York Life is issuing policies on children 1 to 14 years for amounts up to 
$2,000, compared to the previous $200 to $1,500 range permitted. Policies on the 


five to 14 age group can now be higher than $2,000 if the parent carries certain 
(CONTINUED ON PAGE 20) 


Some Turn - Downs 


Enough States Still Ban it 
to Stymie Immediate Moves 
Despite N. Y. Approval 


By ROBERT B. MITCHELL 


NEW YORK—The New York de- 
partment’s ruling that life companies 
can use the “cheaper by the dozen” 
principle not only in “special’’ policies 
but in all policies has tossed a potent 
new factor into the already highly 
charged special policy competitive sit- 
uation. 

The ruling, reported briefly in a late 
news bulletin last week, was given by 
Raymond Harris, deputy superintend- 
ent and counsel of the New York de- 
partment, in answer to an inquiry from 
Berkshire Life. 

The company sought to withdraw its 
present line of special policies with 
minimum amount requirements and 





Full text of New York department 
ruling appears on page 4. 





substitute three different scales of 
rates for each of its regular policies 
and issue ages. Rates would depend on 
whether the policy was for less than 
$5,000, between $5,000 and under $12,- 
500, or for $12,500 or more. 

There is nothing in the law prohibit- 
ing such a plan, Mr. Harris ruled, as 
long as the buyers of all three classes 
of policyholders are treated fairly. 
However, fair treatment, Mr. Harris 
indicated, would have to include all 
aspects of costs as related to size of 
policy. This appears to mean that if 
it could be shown, for example, that 
policies in the largest category involve 
significantly greater expense for set- 
tlement options and the like than do 
those in the $5,000 and under classifi- 
cation, such cost differences should be 
reflected in the rate computation. 

Prospects for immediate implemen- 
tation of the graded premiums plan 
are presently limited by the fact that 
a number of states have turned it 
down. Berkshire Life operates in 25 
states and a majority of these have 
rejected it, including Massachusetts, 
Berkshire’s domiciliary state. Berk- 
shire is thus stymied for the present, 
since it does not plan to introduce 
graded premiums until it can do so 
everywhere it operates. 

It is known that least two other 
life companies are interested in issuing 
graded premium policies and another 
wants to use the policy fee system, un- 
der which each policy would be 
charged a fee reflecting per-policy ex- 
penses, thereby permitting a lower 
per-$1,000 rate than would otherwise 
be possible. 

The fact that some states thus far 
refuse to permit the graded premium 
plan leaves only cumbersome alterna- 
tives for most companies that want 
to try it. They could use graded pre- 
miums in those states that will permit 

(CONTINUED ON PAGE 19) 
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INDIANA GROUPS MEET | 


Says Government 
Won't Demand NALU 
Headquarters Site 


The federal government will not 
demand the land for the new NALU 
headquarters building in Washington, 
and erection of the building will pro- 
ceed on schedule, Herbert Hedges, 
general agent of Equitable of Iowa at 
Kansas City, past president of NALU, 
assured members of Indiana Assn. 
of Life Underwriters and Indiana 
Leaders Club. 

Mr. Hedges spoke at a joint lunch- 
eon in Turkey Run state park marking 
the closing session of the state organi- 
zation’s annual meeting and the open- 
ing of the annual meeting of the Lead- 
ers Club. 

New state association officers elected 
were: President, Harry Foreman, Wis- 
consin National, Kokomo; vice-presi- 
dents, Joe Clevenger, Guarantee Mu- 
tual, Fort Wayne, Ralph Stewart, Ohio 
State Life, Muncie, Gene Verdon, Life 
of Virginia, Evansville, Harold Ogden, 
State Farm Life, Greensburg; and 
secretary, Gerald Lambdin, Equitable 
Society, Elkhart. 

W. J. McLane, Berkhire Life, Indi- 
anapolis, is the new Leaders Club 





president. Bayard V. Somes, Connec- 
ticut Mutual, Evansville, was named 
vice-president, and Jack Flint, Great- 
Life, 


secretary. 


West Indianapolis, 


William J. McLane (left), Berkshire 
Life, Indianapolis, new president of 
Indiana Leaders Club, shown with 
Harry V. Foreman, Wisconsin Na- 
tional, Kokomo, immediate past presi- 
dent of the Leaders Club and new 
president of Indiana Assn. of Life 
Underwriters. 


New directors are C. N. Denny, Equit- 
able of Iowa, Kokomo; Wilbur LaWall, 
Lincoln National, South Bend; Max 
Potts, Penn Mutual, Huntington; Mar- 
vin L. Smith, Massachusetts Mutual, 
Lafayette, and Robert Walz, New Eng- 
land Mutual, Indianapolis. 

In other actions, the state association 
designated Oren Pritchard, manager, 
Union Central Life, Indianapolis, 
“Hoosier Life Underwriter of the 
Year,” as reported in last week’s issue. 
The association voted to increase dues 
from $2 to $3, and recommended to 
the incoming administration that it 
give consideration to plans for a “life 
insurance week” in Indiana, coupled 
with a high school essay contest, and 
to formation of a club made up of 
former state presidents. 

The meeting also heard a pledge 
from Jack Rosebrough, manager of 
Hoosier Fram Bureau Life and presi- 
dent of the Indiana Assn. of Legal 
Reserve Life Companies, that his or- 

(CONTINUED ON PAGE 20) 





Managers Face Real Challenge in Developing 
Agents in Competitive Market, Says Chapman 


“Can you justify the compensation 
you are being paid?” managers attend- 
ing the annual New England man- 
agement conference in Swampscott, 
Mass., were asked by Lewis W. S. 
Chapman, director of company rela- 
tions for LIAMA. 

Pointing out that compensation to 
a field manager comes from the money 
his agents make, Mr. Chapman asked: 
“Is the price your agents are paying 
for service and leadership justified?” 

Discussing “The Challenge to Man- 
agement in a Competitive Market,” he 
said: “Our real competition today is 
not from within the life insurance 
business, it is from without. Out real 
competition is with ourselves as man- 
agers and men.” 

Mr. Chapman said recent heightened 
competition among life companies is 
good for business, although he would 
not agree with every aspect of it. He 
reminded his listeners that “the life- 
blood of our free economy is the open 
market place where the buyer has a 
free choice.” 

Commenting on competition among 
agents he opined that price is not al- 
ways the major factor in who gets the 
business. One reason for this, he said, 
is that “over the years we’ve given the 
public the comforting conviction that 
they get their money’s worth when 
they buy life insurance from a good 
company.” 

He referred to a study by LIAMA 
of factors resulting in a large number 
of life insurance sales. It was found 


that price competition did not enter 
into 95% of these sales. 

Observing that the _ well-trained 
agent has no competition, Mr. Chap- 
man suggested that the manager is the 
key man in this competitive picture. 

What kind of man the agent is, what 
kind of market he serves, how well 
organized he is, how skillful he may 
be, what his attitude is toward his 
job and his product, all depend on the 
manager, Mr. Chapman said. 

“This spring is a good time for a 
check-up, maybe an oil change or a 
carburetor adjustment for the change 
in the competitive weather. Check up 
on your knowledge, attitude, skills, 
habit formula developed in LIAMA 
schools in agency management.” 

Managers should tell their agents 
about a recent study in which over 
half the families contacted had not 
been seen by a life insurance man in 
the previous 18 months. Of these fam- 
ilies, 40% of those who were given the 
opportunity bought life insurance. 

“You, as managers, Mr. Chapman 
said, “cannot change rates or bring 
out new policies. But you can recruit, 
you can select, you can train, you can 
supervise, you can upgrade your men, 
you can motivate them and you can 
give them leadership, interest, and 
the help they want and need. This is 
your big challenge in today’s com- 
petitive market.” 

The 2-day conference was sponsored 
by Life Insurance General Agents and 
Managers Assn. of New England. 








Minn. Department Part 


of New Commission 


ST. PAUL—Under a reorganization 
law enacted by the recent Minnesota 
legislature a financial control commis- 
sion has been created, comprised of the 
commissioners of insurance, banking 
and securities. The financial control 
commission will be under the commis- 
sioner of commerce, a newly created 
appointive position carrying a term of 
otfice of two years. 

There will be no change in the pow- 
ers or duties of the insurance commis- 
sioner, nor in the term of that office 
which is six years. Cyril C. Sheehan 
was named to the post in 1953. 

The new law vests in the commerce 
commissioner certain administrative 
responsibilities over the financial con- 
trol commission, in areas such as per- 
sonnel, supplies, equipment, etc. In ef- 
fect, it means there now is another 
state official holding authority con- 
cerning insurance matters that is su- 
perior to that of the insurance com- 
missioner. 

The reorganization bill, a “Little 
Hoover” commission measure, origin- 
ally encompassed nearly all state de- 
partments, though about the only por- 
tion to become law was that setting up 
the financial control commission. 





Equitable Names Two 


in Salary Savings 


Equitable Society has appointed Gor- 
don B. MacDonald and William K. 
Keet assistant divisional managers for 
salary savings at Los Angeles and New 
York city, respectively. Mr. MacDonald, 
with the W. C. Hammond agency, Los 
Angeles, three years, will assist Otto 
W. Chadbourne, who is moving to San 
Francisco. Mr. Keet, a former unit 
manager at the Leo Eisen agency, New 
York City, will assist James B. Ken- 
nedy, divisional manager of salary 
savings in the metropolitan department. 


ALC-LIA Advise on 


OASI for Servicemen 


WASHINGTON—American Life 
Convention and Life Insurance Assn. of 
America have offered eight principles 
for federal legislation on benefits for 
survivors of servicemen. The gist of 
these is full OASI coverage for all 
service personnel, with servicemen 
paying the regular OASI employe tax; 
a portion of the aggregate death bene- 
fits should continue to be based on the 
indemnity principle; benefits for vet- 
erans administration death compensa- 
tion should reflect differences in serv- 
ice pay; such compensation for parents 
should be limited to actual dependants; 
survivor benefits for reservists in mili- 
tary service should be the same as for 
regular armed forces members; the 
right to buy government insurance on 
termination of service should be limit- 
ed to persons with health impairments; 
eligibility for non-service-connected 
death benefits should be limited to 
veterans now eligible; and new legis- 
lation on military survivor benefits 
should seek maximum simplification 
and integration of the present five 
separate programs. 





Jackson, Robinson Named 
to NAIC Posts by Zone 2 


Zone 2 of National Assn. of Insur- 
ance Commissioners elected Jackson 
of Maryland representative to the 
NAIC executive committee and Robin- 
son of Ohio to the national liaison com- 
mittee at its Baltimore meeting. Bowles 
of Virginia was reelected chairman. 

Claris Adams, executive vice-presi- 
dent and general counsel of American 
Life Convention, attacked the idea that 
federal supervision of the insurance 
business would be superior to that of 
the states. His talk was along the lines 
of his address to the mid-year meeting 
of General Agents & Managers Con- 
ference of National Assn. of Life Un- 
derwriters in Columbus, O., in March. 


SUCCEEDS DAVIS 


Elect L. E. Harwood 
at Dallas Rally of 
LAA’s Southern Unit 


The Southern Round Table of Life 
Advertisers Assn. elected Loflin 
Harwood, South 
western Life 
chairman at its an. 
nual meeting this 
week in Dallas. He 
succeeds Marion L, 
Davis, Provident 
Life & Accident, 
Harry E. Nelson, 
Life & Casualty, 
was named vice- 
chairman and Jay 
C. Leavell, Guar- 
anty Savings Life 
of Alabama, was 








WG 


Marion L. Davis 


elected as secretary. 

Well-conceived and executed, the 
gathering provided just the right bal- 
ance between prepared talks and panel 
or workshop sessions. The subjects dis- 
cussed were all selected by a mail 
ballot taken several weeks ago. At- 
tendance was well above average and 
there was a larger than usual repre- 
sentation of the distaff side. 

Mr. Davis was in general charge. 
The program was produced by Mr. 
Harwood, and John L. Briggs, South- 
land Life, was arrangements chair- 
man. The Texas spirit and the Texas 
tradition of doing things impressively 
and hospitably, “the best for Texans 
and their guests”, was in evidence at 
all times. 

Mr. Harwood introduced “Bill” 
Decker, sheriff of Dallas county, at 
the opening session and he gave an 
address of welcome Texas style. He 
appointed several Southern Knights 
as deputy sheriffs and presented them 
with certificates of offices. 


Charles K. Reid, senior consultant 
of LIAMA, got the meeting proper off 
to a good start with his talk “Look 
Out, Greater Competition Ahead!” A 
review of his remarks will appear ina 
later issue. 

Howard King, ccnsultant of Inter- 
type Corp., contended in his talk, “Life 
Insurance Advertising Needs the New 
Look”, that those producing life insur- 
ance advertising have not availed 
themselves of many of the new modern 
type faces, format layout and color 
combinations. Through the use of 
numerous colored slides he gave ex- 
amples of “good” and “bad” adver- 
tisements in retail displays. He pre- 
dicted that when color television be- 
comes universal, the use of color in 
advertising in magazines and newspa- 
pers will become almost obligatory. 

Englarging upon Mr. King’s theme, 
Roy Cowan, president Southwest 
Printing Co. of Dallas, spoke on “Color 
in Advertising and Sales Promotion.” 

At luncheon the first day Mr. Leav- 
ell, the new secretary, told a few of 
the stories for which he has become 
celebrated. LAA’s president, A. H. 
Thiemann, New York Life, spoke 
briefly, saying that the association now 
has members in 42 states, five prov- 
inces of Canada, Alaska, Hawaii, Ja- 
pan and Thailand. 

Al Richardson, Life of Georgia, con- 
ducted the second session, a pane 
on public relations. He described the 
new concept of public relations 
Union Life of Arkansas, as contai 

(CONTINUED ON PAGE 19) 
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thore Sees Federal 
Effort to Stimulate 
Voluntary Insurance 


The federal government is making a 
sincere effort to stimulate use of volun- 
tary insurance to 
meet the needs of 
society and is 
moving away 
from the trend of 
recent years to- 
ward intervention 
and competition, 
Eugene M. Thore, 
general counsel of 
Life Insurance 
Assn. of America, 
said at the annual 
meeting of New 
England General 
Agents & Managers Conference at 
Swampscott, Mass. 

Referring to his daily experience in 
Washington for the past five years, 
Mr. Thore stated without qualification 
that he knew of no concerted move- 
ment in the direction of federal regu- 
lation. The current trend favors shift- 
ing as much responsibility as possible 
to the states. 

Several problems of the insurance 
business, however, are related to areas 
in which the federal government is in- 
terested or exercises supervision. More 
regulation in such areas, like welfare 
funds, might have some influence on 
related insurance practices. Federal 
pressure on state regulatory systems 
can be expected when voluntary insur- 
ance is implicated by association with 
unsound practices and is used in seek- 
ing solutions to problems like credit 
facilities, welfare funds and health 
which are important political issues. 

Many feel the health reinsurance bill 
proves the trend toward government 
intervention has not abated, Mr. Thore 
said. He listed arguments used in sup- 
port of this position, but pointed out 
the pros and cons are difficult to eval- 
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Southern National 
Accepts FTC Order 


The federal trade commission has 
adopted a consent order under which 
Southern National, which was cited by 
FTC for alleged misrepresentations in 
A&H advertising, is not to make cer- 
tain representations in advertising 
A&H policies. The FTC approved the 
initial decision by Examiner Cox ac- 
cepting agreement between counsel 
representing the company and govern- 
ment counsel supporting the complaint. 
Acceptance of the order does not con- 
stitute an admission by Southern Na- 
tional that it had violated the law as 
charged in the complaint. 

Under the consent order, the com- 
pany may not represent directly or 
by implication that its policies can be 
continued in effect by insured indefi- 
nitely or for any period of time when, 
in fact, the company may cancel them 
at any time; that no medical examina- 
tion is required or that the applicant’s 
health is not a factor unless it is con- 
spicuously shown that claims are lim- 
ited to illnesses not caused by condi- 
tions existing before issuance of the 
Policy; that the policy provides in- 
demnification for all kinds of sickness 
or accidents when this is not true, and 
that the policy will pay in full or in 
any specified amount the cost of any 
Medical, surgical or hospital service 
unless the policy provides that the ac- 





the amount represented. 
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tual cost will be paid in all cases up to , 


uate: because no one can predict with 
certainty how such anexperimental plan 
will work. The insurance business 
should carefuily ponder whether it 
should discourage an experiment to 
stimulate voluntary insurance which 
the President believes is workable and 
useful, he added. 

Mr. Thore said one piece of evidence 
pointing to a period in which volunta- 
ry insurance will flourish, free from 
competitive and punitive attacks at the 
federal level, is the 1954 tax code revi- 
sions that made 15 favorable changes, 


Dividends 
to policyholders in 1955: 


115% more than 1950. 






These highlights 


Annual Report is yours 
for the asking. 


29% greater than in 1954, and 


ANOTHER 
BANNER YEAR FOR 


MONY! 


from MONY’s Annual Report 
show that 1954 was one of the 
most successful years in MONY’s 
112-year history! A copy of the 


relating mainly to taxation of policy- 
holders, annuitants and beneficiaries. 
Another encouraging sign is the bi-par- 
tisan effort in Congress to solve the 
company income tax problem which 
has been open since 1947. Congress also 
seems eager to remove tax discrimina- 
tions which create unfair competitive 
advantage, he added. 

He termed significant the fact that 
suggestions for expanding the social 
security system to provide cash dis- 
ability and hospitalization benefits for 
beneficiaries over age 65 were rejected 


when the 1954 amendments to the act 
were made. He felt these expansions 
could have converted social security 
to a compulsory medical program. How- 
ever, he said, the 1954 increase in the 
wage base and benefit formula liberal- 
izations should not have been adopted, 
and he hoped Congress has established 
a benefit plateau which will check the 
upward trend. 

If the government had been inter- 
ested in entering the insurance business 
it would have adopted a self-insured 

(CONTINUED ON PAGE 14) 





Accident & Sickness 
Insurance sales totalled 22,000 policies, 








with annual premiums of $1.3 millions. 


Benefits to 


$141.2 millions. 


Sales: 17% greater 
than 1953, for a total of 
$424.1 millions. 


Net Investment 
Yield increased for seventh 

successive year to 3.23% after 
all investment expenses and Federal 
taxes. This compares with 3.13% 
in 1953. 
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Life Insurance— Accident and Sickness—Hospitalization— 
Retirement Plans ... FOR INDIVIDUALS AND EMPLOYEE GROUPS 
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policyholders and their beneficiaries: 


Life Insurance in Force 
passed the $5 billion mark in 1954. 


Surplus totalled 
$208.5 millions at the 
year’s end. Surplus ratio is 9.90% 
as compared with the maximum of 10% 
permissible under the New York 
State Insurance Law. 


AY MEANS MONEY TomorRROW! = | = 





















Group Insurance Plans 

totalled $14.6 millions of life insurance, 
annuities of $1.2 millions, and accident & 
sickness insurance involving 











annual premiums of $111,000. 
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R. W. Anderson to 
N. W. National as 
Investment V-P 


Robert W. Anderson has been named 
vice president and chief investment 
officer of Northwestern National Life. 

A graduate of Harvard College and 
Harvard School of Business Adminis- 
tration, Mr. An- 
derson entered in- 
vestment work in 
1932 as a member 
of the research de- 
partment of Loom- 
is, Sayles & Co., 
Boston and New 
York investment 
firm. His career 
was interrupted by 
service in the navy 
during World War 
II, following 
which he joined 
Clark, Dodge & Co. of New York where 
he was again engaged in investment 
research and was responsible for pre- 
paring the firm’s quarterly letter to 
its clients covering broad economic 





R. W. Anderson 


and investment trends. 

Mr. Anderson subsequently joined 
Vick Chemical Co. in New York as a 
financial adviser for that firm, for 
Reinsurance Corp. of New York, Na- 
tional Reinsurance Corp. and for a 
large number of family trusts and re- 
lated charitable foundations. He is 
the author of a number of articles, in- 
cluding one in the current issue of the 
Harvard Business Review: “Unrealized 
Potentials in Growth Stocks.” 

Northwestern National Life has not 
had an investment vice-president since 
retirement of the late George Holm- 
berg several years ago. 


Franklin Life Sales for 
One Day Top $12 Million 


Franklin Life agents completed 2,429 
sales for a total business of $12,239,909 
in a one-day sales drive April 18. 
News of the drive was not released 
from the home office until April 15 
and in many cases did not reach dis- 
tant territories until the morning of 
the 18th. 

The highest number of sales for the 
day reported by an individual agent 
was 15, with many having six or more 
for the day. 








Agency Builders: 


The Guarantee’s 5 STARS are a Guide to 


Lifetime Security and 


¢ A complete line of 
© Two new financing 


© The Guarantee’s liberal 5 Star Contract 
© A new pension program 


¢ An agency-minded 


New opportunities for YOU. 
sion program has created new opportunities in 20 states 
for men to establish rewarding careers as General Agents. 
For more information, write or phone today—in confidence 
—to J. D. Anderson, Agency Vice President, 1805 Douglas 


St., Omaha, AT. 7100. 





Greater Earnings 


insurance to sell 
programs 


company 


—The Guarantee’s expan- 
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RALPH E. KIPLINGER, President 





Here's Text of N. Y. 
Ruling on Grading 


Premiums by Size 

NEW YORK—lIn view of its great 
potential importance to the business, 
the full text of the New York depart- 
ment’s ruling that companies may 
grade premiums by size of policies is 
given below in full. It was contained in 
the following letter sent by Raymond 
Harris, counsel and deputy superin- 
tendent, to all companies licensed in 
New York: 

“This department has been asked 
whether in view of the fact that a sub- 
stantial part of life insurance expenses, 
other than commissions and _ taxes, 
represent per-policy expense, it is per- 
missible under the New York insur- 
ance law for a life insurance company 
ta adopt premium rates which within 
a policy plan and issue age vary by 
amount of insurance. 

“The inquirer stated that the ar- 
rangement of a premium differential, 
if adopted, would be extended to the 
company’s entire line of life and en- 
dowment policies rather than to a lim- 
ited number of such forms; that the 
premium scale for all such policies 
within a policy plan and issue age 
would be based on the amounts of in- 
surance, viz: (a) under $5,000; (b) 
$5,000 or more and under $12,500; (c) 
$12,500 or more; and that the present 
special forms with minimum amount 
requirements would be discontinued. 

“In order to acquaint you with the 
department’s views concerning this 
inquiry I am quoting below from an 
opinion dated April 20, 1955, written 
by the undersigned in response there- 
to: 

“Section 209 of the New York in- 
surance law prohibits any authorized 
life insurance company from making 
or permitting any unfair discrimina- 
ton between individuals of the same 
class and of equal expectation of life, 
in the amount or payment of premiums 
or rates charged by it for policies of 
life insurance or in the dividends or 
other benefits payable thereon, or in 
any of the terms or conditions thereof. 

“‘Obviously the insurer in its un- 
derwriting and determination of pre- 
mium rates must group or classify pol- 
icies so that broad insurance averages 
may be applied. Provided the classifi- 
cations are reasonable the manner of 
grouping and the degree of refinement 
in such grouping or classification rests 
with the management of the insurer. 

“The statute does not require that 
classes shall be limited to groups based 
on differences in mortality only, on 
the contrary, the term “class” is to be 
construed broadly to take account of 


—2 


all elements involving common char. 
acteristics of the class. However, the 
statute imposes a responsibility on the 
insurer to justify any system of group. 
ing or rate classification as well as re. 
sults flowing therefrom as being rea. 
sonable, equitable, and non-discrimin. 
atory. This means, in our opinion, that 
where premium rates vary according 
to the amount of insurance, considera. 
tion must be given not only to the 
average size of the policy but to any 
greater or lesser costs attributable to 
other factors. 

“*Therefore, subject to the insurer's 
responsibility referred to above, it js 
our opinion that it is permissible under 
the statute for your company to adopt 
premium rates which, within a policy 
plan and issue age, vary by amount of 
insurance. As to non-forfeiture values 
and dividends they should conform 
with principles of equity.’ ” 


N. Y. Life Promotes 


Two on Pacific Coast 

Charles F. Edwards has been ap- 
pointed field vice-president of the 
south Pacific division and Frank W. 
Satter, superintendent of agencies of 
the north Pacific division, replacing 
Mr. Edwards, by New York Life. 

Mr. Edwards, who has been with 
the company since 1941, succeeds G, 
Thomas McElwrath as head of the 
south Pacific division with headquar- 
ters in Los Angeles. Mr. McElwrath 
was recently elected vice-president 
with over-all supervision of manage- 
ment training and sales training as 
well as field relations activities. 

Mr. Edwards has been superintend- 
ent of agencies since 1953 of the north 
Pacific division with headquarters in 
Seattle. Previously he had managed 
the Seattle branch from 1946 to 1953 
and the Los Angeles branch from 1943 
to 1945. He is a CLU. 

Mr. Satter joined New York Life 
in 1934 as a branch office clerk and 
subsequently became an agent, as- 
sistant manager of the Montana 
branch, manager of the Fort Wayne, 
Ind., branch, and manager at Denver. 
He returned to Montana as manager 
in 1948. 


T. S. Burnett, G. B. Gose 


on Pacific Mutual Board 


T. S. Burnett and George B. Gose, 
both of whom where elected executive 
vice-presidents of Pacific Mutual Life 
in March, have been elected to the 
board. 

Mr. Burnett has been with the com- 
pany since 1928, and a vice-president 
since 1946. Mr. Gose joined Pacific 
Mutual as assistant counsel in 1942 and 
has been a vice-president since 1950. He 
was general counsel from 1948 to this 
year, 











48th Year of 


Friendly Dependable Service 


Peoples Life proudly salutes its 
Agency Force for Outstanding Suc- 
cess in presenting to the public 
Financial Independence and Life 


P 





Time Security via Life Insurance 


EOPLES LIFE INSURANCE COMPANY 


“The Friendly Company” 
Frankfort - 


Indiana 
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Mn char. 2 2 H Roland K. Mandeck, Massachusetts achievement trophy winning the cu 
ver, the Oppose Ohio Bill Lisle p ayne N ew Mutual, Des Moines, was reelected 1st for the third straight ee ’ 
y on the 2 : vice-president; Morton Greenstone, Lester O. Schriver, managing direc- 
f group. Guar anteeing AéH P r esident of Iowa Aetna Life, Sioux City, was named 2nd tor of NALU, addressed the ptivontar 
1 as re. ~ ’ = vice-president and Don Repass, Minne- tion, saying that in addition to teachin 
Ng rea. P. olicy R enewal Agents Assocation sota Mutual Waterloo, was named sec-_ basic and pdr thrift agents a 
crimin. COLUMBUS, O.—tThe three far- SIOUX CITY, Ia.—Lisle Payne, Lin- retary-treasurer, the ministers and physicians to the 
on, that | reaching A&H bills in the Ohio legis- coln National, Des Moines, was elected Named regional vice-presidents were American family’s economic ills. 
cording | Jature, one of which would prohibit president of Iowa Assn. of Life Under- Rosswell Pickford, Northwestern Mu- Other speakers included J. D, Ander- 
isidera. | cancellation or non-renewal after a WYiters at its annual meeting here, An tual, Cedar Rapids; George Ainken, son, agency vice-president of Guar- 
to the | policy had been in effect two years, all-day sales congress was included in Provident Mutual, Davenport, and antee Mutual Life; Richard Wetherbee, 
to any | came up against strong opposition at the convention program. Harry Living- Gerald Malone, New York Life, Ames. Mutual Benefit Life, Cincinnati, and 
able to | an insurance committee hearing this ston, Mutual of New York, Marshall- The Sioux City association won per- C. S. Ohsner, an independent producer 
week. town, is outgoing president. manent possession of the annual at Columbus, O, 
nsurer’s c. L. Peterson, vice-president and 
e, it is} general counsel for Ohio State Life, 
e under | averred that if the bills become law as 
© adopt | a package “no legitimate, licensed in- 
| policy | surance company would be able to do 
ount of | an A&H business in Ohio.” Besides 
values | Josing considerable premium tax mon- 
onform | ey, he contended that Ohio would be- 


t 


come a vacuum to be filled by un- 
licensed mail order companies that 
cannot be taxed or regulated by the 


state. 
Mr. Peterson indicated that compan- 





en ap- | jes could accommodate themselves to 
of the | two of the bills. However, he said the 
ink W. | third would prevent issuance of A&H 
cies of | insurance in Ohio because no company 
placing | could afford to assume the financial 
e. risk of making all its policies guaran- 
n with | teed renewable for life. Even if this 
eds G. } pill could be said to permit guaranteed 
of the | renewable policies for a limited term 
dquar- | or limited amount, or to a specified 
Iwrath | age, instead of for life, he said it would 
esident | prohibit weekly premium and other 
anage- | commercial policies. 
Ing as e e e 
3. Mr. Peterson told the committee that 
ntend- “yery few persons can afford or qual- 
north | ify for guaranteed renewable policies. 
ers in | This means the bill would deny A&H 
anaged | coverage to the vast majority of the 
0 1953 | people of Ohio.” 
n 1943 The bill making all policies guaran- 
teed renewable also would set up the 
< Life following definitions: “(b) ‘total dis- 
k and } ability’ shall be defined as inability to 
t, as- | perform the duties of any gainful oc- 
ontana | cupation for which the insured is rea- 
Vayne, | sonably fitted by previous training, ex- 
enver. | perience, and accomplishment. (c) 
inager | ‘confinement to home’ shall include the 
normal activities of a convalescent not 
gainfully employed. (d) ‘accidental 
death’ is defined as death by accident 
or death through accidental means.” 
Under the other bill the insurance 
Gose, | superintendent would be given wider 
cutive | ryle-making powers. 
} i’ Both the house and senate hav 
oo passed a bill which allows persons to 
com- | sue mail order insurers not licensed in 
sident Ohio without going to the company’s 
-acific | home state. 
2 and 
0. He | Agents’ Qualification Bill 


Is Defeated in Missouri 


JEFFERSON CITY MO.—The agents 
and brokers qualification bill backed 
by Missouri Assn, of Life Underwriters 
met an unexpected defeat in the house. 
It has been reported favorably by the 
house insurance committee and pro- 
ponents thought passage was a certain- 
ty. After initial failure to get the nec- 
essary number of house votes, the bill 
was resubmitted but failed again and 
automatically was killed. eT : 

The property agents’ association is 
supporting he uniform individual A&H 
Policy provision bill and the unfair 
trade practices measure introduced at 
the request of the insurance depart- 
ment. Proponents of the uniform bill 
contend it is needed to block the threat 
of federal regulation of insurance, 
though it is said this view is not gener- 
ally shared by personal producers. The 
Second bill grants broad new powers 


Yours for Life 











HEREVER INSURANCE men gather you'll always find some UCLIC 
birds strutting around preening their feathers. That’s because they 
gobble up the business. Since they joined UCLIC, with its pioneering, 
early-bird spirit, they find success easier and they are 
proud of the progress their young company has made. If you want to 
get out of the sidelines and join a livelier flock, get in touch 
with the wise old birds at UCLIC — you can “talk turkey” with them. 


Roy A. Foan, Vice President and Director of Agencies 


A network of General Agencies throughout Union’s 16 states is 
presently in formation. A few choice territories are still available. 


NION CASUALTY AND 


LIFE INSURANCE COMPANY 


17 East Prospect Avenue, Mount Vernon, New York 


0 the superintendent regarding regu- 
lation of insurers and producers. Both 
measures have passed the senate. ; 
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Indiana ‘54 Totals 
for New Business <.. @ 


Associates Life .......... 
Atlas Mutual 
Brotherhood Mut. 





Citizens National 





College Life 
Empire L. & A. ......... 


and In Force Shown eke A 


Gibraltar 
Great Fidelity 
Great Northern 
Guarantee Reserve ..... 
Hoosier Farm Bur. “ 
(G) 


All figures are for ordinary unless 
designated (G) for group or (I) 
for industrial. New business fig- 
ures include business revived and 
increased as well as new business 


paid for. 


New Business 
$ 


Indianapolis Life 

Inter-Ocean ...... 

Jefferson National 

In Force Lafayette Life .... 
$ 


Lincoln National ......... 


INDIANA COMPANIES 


Amer. Income 
Amer. United 


15,103,636 
8, 1094, 517 
5,420 


Midwestern United .. 
Old Equity Life 


9,366,459 
41,118,701 
2,203,562 







New Business 


19, ‘411, 525 
2,154,959 
18,990,910 


35,315, 736 
23,504,894 
17,980,529 
4,571,874 
2,162,250 


In Force 


$ 
508,317 
4,155,122 
18,323,965 


15, 653, 654 
24,229,601 
48,670,715 
70,961,991 


117, 925, 378 
8, 419, 210 
151,343,865 
244,991 
64,579,395 
38,571,613 
1,428,533 
250,775,245 
102,715, ae 


2,928,950 
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Executive Director 
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In being a part of a great industry, there is an 
attendant obligation to serve it. 


Almost fifty years ago the Southern Casualty and 

Surety Conference, now the Life Insurers Conference, 
was organized to serve the general welfare of the 
insurance business . . . to help the insurer more fully 
realize his responsibility to the public. 


At Life and Casualty Insurance Company of Tennessee, 
we fully recognize our obligation to support our 
industry service organizations. We participated in 
its organization and have continually given support to 
L.I.C. We have sent large delegations to all 
conventions, served on committees, and at times 
have held offices in the conference. Today, 

our president, Mr. Guilford Dudley, Jr., is a member 
of the executive committee. 


To the Life Insurers Conference . . . for collecting and 
disseminating vital statistics in the fields of life, 
health and accident insurance, and for playing such 
an important role in our industry's growth and 
well-being, Life and Casualty dedicates this salute. 


ually 


HOME OFFICE: NASHVILLE 








problems may be simp! 





ARRANGED ON VESTED 
RENEWAL CONTRACTS 


U. C. & G. C. serves 4 be an pm weeds of those omnaed in the Life Insurance Business. Your tax 
and savings effected. Cerrespondence Invited. 
UNDERWRITERS CREDIT & GUARANTY CORPORATION 
340 Pine Street, San Francisco 4, California 
Southern California & Arizena Branch Office 
9935 Santa Monica Bivd., Beverly Hills, Calif. 





LIFE AGENTS 
GENERAL AGENTS 
AND BROKERS 








































New ae In Force 

Peoples Life .............. 6,493,600 62,882,172 
G) 810,054 8,838,294 

Pilgrim Life .................. 372,000 707,604 
ma oe Ce x. 12, 077, 987 9,146,980 
Rural Bankers ............ 992,000 13,623,730 
Standard Life 2,862,846 38,003,651 
(G 1,537,000 1,612,000 

State Life .............. 928,315 14,123,850 
State Security ...... one 1,663,101 2,330,277 
United Home Life ...... 9,524,576 29,595,918 
Universal L. & A. ...... 933,066 898,006 
Wabash Life ............00 5,301,710 9,150,338 

OTHER STATE COMPANIES 

Aetna Life... 7,808,064 73,109,096 
(G) 76,287,876 340,961,590 

Acacia Mutual ............ 958,343 15,340,687 

Amer. Hosp. & Life .. 36,458 i 

Amer. National. .......... 1,481.065 6,750,218 
G) 7,572,564 11,146,205 
Amer. Republic .......... 15,781 89,842 
Bankers Life, Ia. ........ 3,212,231 44,866,059 
(G) 3,354,162 9,526,587 
Bankers L. & C. .......... 7,373,136 21,347,953 
(G) 215,000 793,000 
Bankers Natl. .............. 238,375 1,182,784 
Bankers Security ........ 127,960 134,461 
(G) 3,209,232 1,817,477 
Berkshire Life ............ 2,113,090 10,127,146 
Beneficial Std. ............ 13,000 89,800 
Central Assurance .... 7,500 61,500 
WBA. sssstivcsssrcaveisbeaetnunns 5,331,434 24,186,022 
(G) 1,022,969 1,211,182 

Central Life, Ia. ............ 621,521 2,448,502 
Central Std. Life ........ 1,335,861 23,100,874 
(I) 2,244,345 12,194,360 

Colo. Credit Life ........ 317,300 17,300 
(G) 758,645 683,070 

Coumbian Natl. 1,439,012 7,263,677 
792,750 1,197,500 

Columbus Mut. 2,983,679 14,755,206 
Commonwealth, M 33,000 107,500 
9,01 15,000 

6,313,763 4,182,847 

Crown Life 60,201 1,331,323 
Conn. Mutual 9,008,938 68,136,334 
Commonwealth, 13,654,021 63,799,717 
300,222 288,222 

13,914,096 56,153,368 

Constitution Life .... 9,443 50,445 
Credit Life _................. 16,000,065 14,089,481 
3,691,819 3,125,162 

Continental Assur. .... 3,992,433 25,225,272 
13,430,177 42,044,151 

Conn. General ............ 8,981,380 43,130,226 
G) 7,175,622 48,259,011 

Domestic L. & A. .... 31,500 151,595 
) 1,064,992 1,352,673 

Cuna Mutual ............ 55,171 229,610 
(G) 5,266,688 31,043,243 

Eagles Natl. ............ 43,643 306,938 
Equitable, Ia. . 6,320,288 74,256,386 
Equitable, N. Y. 27,075,628 227,940,396 
94,286,030 652,367,208 

Empl. Mut. Ben (G) 3,000 2,50) 
Expressmen’s Mut. .... 64,169 624,874 
Federal Life .............. 358,096 3,577,046 
Farmers & Traders .. 103,084 430,569 
Farmers Life .............. 189,920 576,442 
Federal L. & C. ........ 1,189,557 1,277,796 
(G) 142,741 142,741 

Fidelity Life, Ill. 2,000 67,478 
Fidelity Mutual 458,910 12,248,801 
Franklin Life ............ 22,215,655 80,846,622 
(G) 11,200 808,000 

General Amer. ........... 883,300 5,811,611 
( 5,567,900 39,001,545 

Geo. Washington 20... cessessesee 323 
Girardian 530,463 683,357 
Great-West 4,312,893 20,291,409 
2,008,528 5,319,327 

Guardian Life ............. 2,443,087 24,298,660 
Guarantee Trust . 241,500 70,000 
Guarantee Mut. 1,341,164 14,735,614 
Globe Life .................. 44,500 700,603 
ey; reueeenes 2,493 

Jefferson Std... 1 = 734 7,632,070 
International Life .... 1,500 40,750 
Independence L.&A. .. 151,797 195,220 
(I) 299,593 331,022 

FROMC: TALC: sccccsccsessecseves 56,716 1,527,072 
(G) 939,195 1,030,283 

John Hancock ........... 20,562,038 177,615, 291 
(G) 12,096,562 94,736,244 

(I) 4,710,117 46,929,735 

Ky. Central L.&A. .. 642,729 4,020,240 
) 5,304,645 11,703,886 

Kansas City Life ...... 1,578,242 19,336,676 
Ky. Home Mutual ..... 1,860,692 8,637,040 
(G) 54,000 118,000 

Life of Virginia ........ 6,262,040 32,932,194 
981,335 2,508,637 

(I) 5,039,488 38,494,712 

Liberty L. & A. wu... 2,298,780 4,139,452 
Lutheran Mutual ....... 906,825 10,805,544 
Loyal Protective ....... 41,054 630,678 
41,528 41,528 
Mass. Mutual ........... 7,607,252 73,371,534 
2,918,308 8,799,930 
Manhattan Life 758,860 1,875,033 
( 350,000 527,500 
Mammoth L. & A. .. 369,750 675, 550 
(I) 1 987, 850 6,659,163 
Metropolitan  ..........s008 39,470,927 433,341,985 
(G) 69,207,072 912,832,911 
(I) 13,511,230 233,143,964 
Monarch Life, Mass. be 5,278,389 
460 117,060 
Monumental Life ...... 2,418,296 19,293,366 
(I) 2,390,381 18,389,334 
Midland Mutual ........ 2,122,813 14,935,400 
Minnesota Mut. ........ 3,933,694 20,848,282 
(G) 1,370,000 8,897,500 
Mutual Life, N. Y. .. 5,752,212 84,204,031 
(G) 277,487 277,487 
Mut. Savings Life .... 179,260 570,957 
Mut. Trust Life ......... 288,669 3,205,126 
Mut. Benefit — aa 5,540,219 44,805,148 
National A. & H. (I) ,220 1,220 
National Life, Ta. 72,936 3,383,641 
Natl. Home Life ........ 2,522,113 3,008,687 
(G) ,412 10,599 
Natl. Farmers .............. 21,000 24,000 
Natl. Bankers. ............ 36,225 28,029 


National Life, Vt. .... 
North Amer. Acc. .... 
New England Mut. .. 


National L. & A. .... 


New York Life 


N. W. Mutual ... 
No. Amer. Life, I . 
Northern Life, Wash. 
North Amer. L.&C. . 

Farmers New World 





Occidental, Cal. ........ 
(G) 
Ohio State  .....ccccssee 
Ohio National ........... 
(G) 
Pacific Mutual ........... 
Old Rep. Credit ........ 
(G) 
Old Line Life ............ 
Pan-Amer. Life ........ 
(G) 


Philadelphia Life 
Paul Revere 


( 
Pyramid Life, Kan. 
Patriot Life (G 
Phoenix Mutual 
Prudence Life 
Pioneer Life .... 
Provident Mut. 


Republic National 
(G) 


Penn Mutual ............6 

Quaker City Life (I) 

Pyramid Life, N. to 
(G) 


Prudential 


Reserve Life 
Reliance Mutual 
Ranchers Life, Tex. .. 
Samaritan Life ............. 
Security Benefit 
Rockford Life 





Rushmore Mut. 
Security Mut., 


Self Help Mutual 
State Farm Life 


ELE. sesasesecsatve 
Canada 


Sterling, 

Sun Life, 
Sun Life, Md. ........... 
Superior Life, Pa. (I) 
Supreme Liberty ....... 
Teachers Prot, 
Travelers 


(G 
Union Cas. & Life as 
Union Central 


Union Mutual 


United, Ill. 
Union Life, Ill. 


(I) 
United Service Life 
Union Labor Life ...... 
G 


Volunteer State ......... 
) 
Washington Natl. 


Western & South 


Wisconsin Natl. 
W’dman Cent. Assur. 


(G) 

W’dman Cent. ae 
) 

World, Neb. 


Total Ord. ’54 
Total Group ’54 
Total Ind. ’54 ... 
All Classes ... 
Total Ord ’53 .. 
Total Group ’53 
Total Ind. ’53 
All Classes ... 







FRAT 


Aid Assn. Lutheran .. 
Amer. Frat. Union .. 
Amer. Life Assn. 
Ben Hur Life .... 
Catholic Knights 
Catholic Ladies 
Cath. Order Forest 
Central Verband 
Croation Catholic . 
Croatian Frat. Union 
Czechoslovak Soc. 
Concordia Mut. 
Degree of Honor ....... 
Federation Life 
lst Cath. Slovak 
Ladies 
1st. Cath. Slovak Un. 
Gleaners Life 
Grand Carniolian 
Greater Beneficial .... 
Greek Catholic Union 


eeeeee 
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New Business _ In Force 
$ 
2,359,001 23,873 64 
48,6: 499, 188 
5,585,437 44,871,35) 
240,173 291.817 
10,393,112 49,622,593 
939,678 1,955,278 
24,984,058 _ 85,186,64 
15,815,042 147,565,013 
3,004,285 4,036,019 
22,927,931  280,563,36) 
764,225 6,360,573 
332,627 
7,077,1% 
pRIELE 44,659 
2,130,139 3,840,639 
7,805,144 25,766,954 
3,230,000 14,197,939 
2,023,457 13,129,724 
2,538,723 14,428,9% 
13, 12,99 
1,865,811 19,391,555 
8,146,070 10,969; 
103,273,425 120,661,785 
1,747,611 3,374,579 
99,218 1,131,354 
540,801 6,415,723 
Sasasastooss 15,000 
798,316 915,488 
1,015,975 6,542,994 
74,000 522,000 
661,538 1,556,174 
2,537,500 =: 11,623.15 
60,0 124,671 
15,090,197 13,334,739 
4,412,595 31,830,02 
1,186,877 674,034 
3,9 228,871 
2,674,658 24,113,013 
22,157 22,12 
1,084,363 4,688,933 
1,139,000 1,499,000 
5,340,469 65,268,563 
4,015,184 3,050,384 
136,840 199,964 
4,575,905 4,272,874 
100,883,293 760,486,629 
35,334,565 250,970,805 
16,938,170 — 306,089,982 
1,047,800 1,039,594 
42,229 411,133 
720,200 696,113 
3,000 3,000 
57,159 878,936 
96,096 2,022,188 
498,750 1,185,465 
See i 
245,614 537,061 
1,672,600 47,70,300 
77,900 614,330 
5,842,976 36,925,809 
Cerne 118,491 
819,833 654,975 
5,041,841 50,218,509 
6,914,872 195,455 
620,800 1,257,000 
1,796,900 ,890, 
503,930 1,218,529 
218,061 803, 
565,788 2,126,338 
13,000 224,900 
8,728,468 69,950,196 
10,377,233 306,883,262 
2,098,807 5,562, 
697,161 25,704,631 
5,452,147 39,156,588 
4,032,529 4,922, 
687,612 2,119,682 
860,000 0, 
836,000 3,877,675 
9,121,505 15,835,927 
147,000 153,670 
402,908 417,246 
129,500 1,100, 
,018 212, 
981,502 16,453,100 
3,017,801 18,491, 
2,048,457 2,048,457 
282,830 1,939, 
580,185 1,111,848 
2,878,207 3,079,500 
64,948 432,190 
1,273,184 636,592 
1,835,760 11,938,671 
4,621,727 23,439,389 
1,740,413 5,090, 
26,381,952 248,031,476 
344,615 3,726, 
23,579,509 215,041,694 
3,982,418 13,492,461 
171,840 748,919 
20,073 20,073 
1,264,231 12,639,911 
27,248 81,2 
1,586,126 4,121,486 
223,016 424,712 
827,954,640 5,184,861,191 
470,459,249 3,097,244,804 
181,261,987 1,170,709,361 
1,479,675,876 9,452,815,436 
749,098,088 4,689,221, 16) 
517,665,092 2,903,071,163 
168,536,215 1,124,265,783 
1,435,299,395 8,716,558,106 
ERNALS 
5,963,780 42,626,060 
18,600 ae 
4,000 . 
355,500 10,520,445 
14,889 519; 
A po r} 
731,000 9,259, 
13,500 259,452 
eit 10s 
169,000 1195, 
11,500 288, 
423,313 2,717,307 
20,000 362,635 
500 56,209 
241,500 4,554,895 
se.bee 16a 
597, . 
10,700 535,895 
8,000 553,600 
166,500 1,513,164 


(CONTINUED ON PAGE 14) 
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In Force s . s s ss oe panes = John Hancock, Newark, held a two- 
nna | SHOW Leading Lompanies in Individual, nen’ Tnoyred Jay sales seminar at, ‘Asbury Park, 
400" Bankers Life & Cas 4,476,722 N.J., for its agents, and simultaneously 
499) 476, , oh. , 
44,871.35) — pgs arg: Ag oeag eee Lengo marked Mr. MacWhinney’s 16th anni- 

49 aaa ] | H In l 4 United States Life 4,708,158 3,351,857 VerSary as general agent. 7 
1955.27 roup an on-cance e Protective Life ...... .. 4,536,983 3,712,358 Speakers were Mr. MacWhinney, 
85, 186,63 ar ge Rage Ta. + see +2eee Lae Kenneth W. MacWhinney Jr., associate 
wr The 50 leading companies in individ- Premiums Losses Mutual Life, Canada .... 4,153,684 3,480,451 general agent; Anthony Klug, general 
i : A : 3 Written Incurred Paul Revere Life 3,193,494 agent of John Hancock in Rochester 
280,563,382 | yal A&H business in 1954, as listed in $ Union Mut. Life ..... SSG WY: Jolm Desmnend. diemse. Grastteer 
en the SURVEY NUMBER of the Accident years Casualty 9,612,801 6,345,509 Associated Indem. . 2,732,159 z d Bi : in B te ts of hi 
, ; E : 1 malgamated_Life 9,287,594 8,159,184 Republic Natl. Life ........ 3,420,761 2,948,167 and Benjamin Brewster, agents of John 
at & Health Review, are given in the table Commercial, N. J. 8,911,249 5,369,231 American Casualty . 3,156,692 1,826,989 Hancock, Rochester; Calvert Hall, 
3,840'Gn below, along with rankings for the pre- + antl oe vanin Hey Michigan Life... 3,028,623 2.618.404 Brudential, Newark; John R. Schrumpf. 
vio vious year. Additional tables give ex- Metropolitan Cas. 6,430,986 4.413.487 Acacia, Newark; R. Radcliffe Massey, 
rid, : i in mer. Mut. Liab. 329, 5,191,694 . - vice-presi i : 
isizem | Perens eH and of the leading 25 in faraware Mut Gas. goeeagi 4717494 MacWhinney Agency Seminar John" Hancock, and E. Wayne Wood, 
1428, 2% To ndemn Co) © Ae cesseeee 3 A 026, ° ? bl” » - ’ 
ye om : on-cancellable A&H. The tabulations Employers Mut. Liab. 5,478,830 4,104,229 The J. Bruce MacWhinney agency ofassistant superintendent of agencies. 
10,969'34 | are taken from more complete listings 
120,661,785 | in the SURVEY NUMBER 
3,374.59 | 12 ; 
5131;354 INDIVIDUAL BUSINESS L AWRE 
ar Rank Premiums @ E A. SMITH 
915,44 53 54 a 54 
6,542.94 | 1 1 Mutual Benefit H. & A. ........ $122,698,511 
aa 2 2 Bankers Life & Cas. .... 101,277,847 
1oeem 3 3 Continental Casualty .... 50,218,988 
623,15 | 4 4 Reserve Life, Dallas 39,099,551 
13.4288" | 5 5 Metropolitan ‘Life .. 37,181,736 r-) @ Qo 
area | 6 «6 United, Ill. .... 28,252,934 
"6. 102) 7 7 Travelers ......... ie 23,947,322 
sia | 8 8 Washington National 22,619,338 
- ry 9 9 National L. & A. ... 18,148,817 
x 11 10 Monarch Life .......... 14,842,564 
aes 10 11 United Benefit Life ........... 13,774,314 
"499'0m | 12 12 World 13,681,526 
65,268,563 13 13 col rate Roney gear ppg , Gen I A t 
RA 21 14 Beneficial and. Life 011, . 
S.0508K T3315 Prudential rc nincngenn 12'613,831 eral Agen 
4,272,814 18 16 Independent L. & A. 12,215,727 
pin, 13 17 Mass. Protective ..... 10,962,213 " TALLAHASSEE FLORIDA 
}60,486,69 F 14 18 Sterling «eure 10,710,931 1] 
150,970,805 17 19 North American Acc. 10,378,199 i 4 
eee | 16 20 Provident L. & A. ... 10,319,233 ‘ = M4 f 4 
Nod, 20 21 Combined _ ....... eee , 749, & Oe | P 
, iB | eg Ta oe 4 » was first attracte to Kentucky Home 
696,13 | 22 23 Life of Georgia ......... 8,295,335 Mutual by their Modern Visual approach to 
3,00 | 93 24 National Bankers Life 7,953,572 F e z 
9 Sim | 35 25 Aetna Life nnn 7,422,726 Life Marketing. | know one picture is worth 
vo 4 26 Interstate L. " 173, 
1,185,465 | 3) O7 Mass. Indemnity 7.074.067 10,000 words. Naturally, people buy more 
1,00 30 28 Nationa ‘asualty ...... , 
537,061 | 26 29 Business Men’s Assur. 6,763,534 when they thoroughly understand what they 
+ 70,300 34 30 National Benefit . ,629,0 H ' . 
__Gisan | 31 Inter-Ovean 6.01 051 - ware — at _— s Ht 
925,809 31 32 Com’l. Travelers, ; 6,244.90: ans tor iti 
118,491 29 33 Ben. Assn. Ry. Empl. ...... 6,134.374 Spee ¢ needs are the best ave 
654,975 42 34 Guarantee Reserve Life 5,947.350 ever seen. 
py 37 35 Speenen beg peaeete apogee 
195; 0 ica tional ..... 5.631, ee 
125 .o Brotherhood R. R. rT 5,600,908 "We don't sell ‘life insurance.’ We Guaran- 
890, Be CEATISIN AN ocicccccsnseccescassoss . 
2igsy | 39 39 State Capital Life 3°990'269 tee Homes, Guarantee Incomes, Guarantee 
06 | — 40 Pyram‘d Life, Kan. . 5.023.863 Retirement and Educational Funds. After all, 
2,126,338 41 41 Federal Life & Cas. . 4.627.120 af 
2am | 4 42 Loyal Protective Life . 4,572,009 the Life Insurance man is the only one who 
69,950,196 onn. General Life . A . , 
og eegan | 47 44 Constitution Life... v= 4.502.880 can do this, but Kentucky Home Mutual's Vis- 
562,807 — 45 Geo. Washington Life . 4,410,972 ° 
25,704,631 46 46 Occidental Life Calif. 4.365.722 ual Marketing—complete from approach to 
, 156,588 50 47 Life of Va. oe 4 793 4 ° 
eit | 4 4% Lincoln National’. 4088 137 application .. . opens the door . . . closes the 
2,119,682 — 49 Life & Casualty ...... 3,876,778 sale! 
0,468 49 50 Home Beneficial Life ............ 3,723,431 
NON-CAN I 4 3 
13.835 00 " — 7 ae "| highly recommend to anyone—just start- 
153,670 Written Incurred ing out, or experienced—an agency connec- 
417,246 $ $ : : e 
1,100,7% | Paul Revere Life ....... 13,331,196 5,494,845 tion with Kentucky Home Mutual. 
212,062 [| Prudential of Amer. .... 12,603,974 3,510,318 ‘ 
16,453,10 | Mass. Protective 10,893,710 4,601,097 \ 
18,491,435 | Mass. Indem. ....... 6,908,979 2,414,520 3 
2,048,457 | Loyal Protective 3,929,011 1,256,953 Hy 
1,939,557 | Independent L. & A... 3,552,818 2,639,255 
1,111,848 | Brthrhd. of R. R. Tr... 2,538,502 1,623,740 1, e 
3,070.50 National i ar Sa ee 2,264,660 899,627 
ul) Ne satihipterniiatverebinn 245,447 972,848 
a 1-4 pe) Life, Ind. _—_ 2,229,559 688,268 ; 
ee ae (ee i Kentucky Home Mutual offers Special Plans . . . a 
yy aoe. f wei Life 4 332.793 f H 
48,031, ass. Casualtv ; 340.818 t t P H P. t H 
3,726,208 | Union Mut. Lite : 340.812 = most complete Policy Portfolio . . . close Home 
yr Mutual Ben. H. & A... 958,221 469,180 
"492, Aebies : . Seis eo . . 
eee ee ee pre Office cooperation with its Field Representatives 
“ R Combined American 758.215 263.002 d liberal A C 
000) merican L, + Ky 658 221 293.229 1 
81,2 | Pacific Mut. Life’ 626.175 ‘1,483,576 - + - and a Liberal Agency Contract. 
es Linealn Nati. Life 605,690 185,588 : 
, oml. Trav., Uta 560.814 395,632 : s - . 
po 546.641 214,269 If you're looking for a top opportunity, write direct 
70,709,361 GROUP BUSINESS to A D ' ; 
152,815,436 Premiums Losses ° gency epar men . 
ee Written Incurred 
taba | ceralien Tle auhamans tease RICHARD M. DAWSON, Presiden 
Equitable Society | “131,891 940 98,508,684 
avelers ...128,309.925 106,256,116 
42,626,060 | Prudential of Amer. .... 89,590,533 66.389,820 
rearast | Conn. General Life ...... 62.476.383 46,793,466 
501,450 John Hancock Mut. ...... 54,037,413 38,617,850 
10,520.45 | Occidental Life, Cal. .... 52,443,453  43,495.913 
"519,454 es Cregg CAB. ccrssrsoseee 42,746,414 ee len 
vident L. & A. . "538,654  28.993,178 
emg) Sew tore ho Baas Bis 
959,452 or e .. 21,053, .053. 
urges | Liberty Mutual - “. 20,325,399 16,848,005 
4'195,3% | Pacific Mut. Life 17,990,950 14,513.644 
"288, General Amer. Life ... 15.657.078 13.397.798 
2.717301 | Union Labor Life 14,807,920 12,170,260 
"96268 | Calif.-West. States 14,373,079 10,929,412 
‘99 | Lincoin Natl. Life 14,232,934 11,270.33 
reat-West. Life “.. 13,891,926 ‘11,332,965 
4,554,85 —. Ben. H. 8 A. ws. 13,715,426 13,030.207 
1,639, 1 RAE a 12,655,459 8,160,304 
"754,262 Ben. Assn. Rwy. Emp. 12,629,064 9,608.483 
595,89 | Bankers Life, fa. ....... 115 8.796.492 
553,600 § Bus. Men’s Assur. .. ,354, 7.855.455 
1,513,164 Lumbermens Mut. Cas. 10,111,353 5.233.197 
ashington Natl. .......... 9,901,894 7,156,489 
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Nate Kaufman 


Life and Qualifying 
Member 


OUR 
MILLION DOLLAR 
ROUND TABLE 


J eid | 
Maurice A. Kennedy 


Life and Qualifying 
Member 


Indianapolis Life again points with pride to the 
accomplishments of its five representatives who 
are members of the Million Dollar Round Table. 
It’s a well deserved reward for them... a reflec- 
tion of quality standing for their company. 


Watrter H. Huent, President 





H. Bruce Veazey 
Life Member 








Warren E. Brougher 
Qualifying Member 





Julian W. Schwab 


Life Member 
(Deceased—exceeded 
$1,000,000 prior to 
death in 1954) 


Arnowp Bere, C. L, U., Agency Vice-President 


NDIANAPOLIS LIFE 


INSURANCE COMPANY 
Mutual—Established 1905 


INDIANAPOLIS 7, INDIANA 





AGENCY OPPORTUNITIES in Illinois, Indiana, lowa, Ohio, Michigan, Minnesota, Missouri, North Dakota, Texas 











Ii 


ARIES 








ACT 


A 


IND. & NEB. 











COATES, HERFURTH & 
ENGLAND 


Consulting Actuaries 





San Francisco Denver Los Angeles 











| Haight, Davis & Haight, Inc. 
Consulting Actuaries 
ARTHUR M. HAIGHT, President 
| Indianapolis - Omaha 

















GA. VA.=N.Y. 








BOWLES, ANDREWS & 
TOWNE 


Consulting Actuaries 
Employee Benefit Plans 
New York 


Atlanta * Richmond °¢ 




















ILLINOIS 








CARL A. TIFFANY & CO. 
CONSULTING ACTUARIES 


211 West Wacker Drive 
CHICAGO 6 
Telephone FRanklin 2-2633 





MISSOURI 


NELSON and WARREN 


Consulting Actuaries 
Pension Consultants 


ST. LOUIS KANSAS CITY 




















NEW YORK 








Consulting Actuaries 
Auditors and Accountants 


Wolfe. Coreoran & Linder 
116 John Street, New York, N. Y. 























OKLAHOMA 














Harry S. Tressel & Associates 
Consulting Actuaries 
10 S. LaSalle St., Chicago 3, Illinois 
Telephone FRanklin 2-4020 


Harry S. Tressel, M.A.1.A. W. P. Kelly 
M. A 








olfman, F.S.A. A. lwood 
M. A. Moscovitch, A.S.A. M. Kazakoff 
D. Sneed L. Miler 











W. J. BARR 
CONSULTING ACTUARY 


HOME STATE LIFE BUILDING 
OKLAHOMA CITY, OKLA. 

















PENNSYLVANIA 








CHASE CONOVER & CO. 


Consulting Actuaries 
and Insurance Accountants 


Telephone WAbash 2-3575 
332 S. Michigan Ave. Chicago 4, Ill. 














FRANK M. SPEAKMAN 


CONSULTING ACTUARY 


ASSOCIATE 
E. P. Higgins 


PHILADELPHIA 











THE BOURSE 








Tax Commissioner 


to Be MDRT Speaker; 


‘56 Slate Announced 


T. Coleman Andrews, Commissioner 
of Internal Revenue, will be one of 
the principal speakers at the Million 
Dollar Round Table annual meeting to 
be held June 27-30 at the Greenbrier 
hotel, White Sulphur Springs, W. Va., 
MDRT Chairman George B. Byrnes, 
has informed the 1955 membership. 

Mr. Byrnes also included in his let- 
ter to the members the list of executive 
committee nominees recommended by 
the nominating committee. Adon N. 
Smith II, agent of Northwestern Mu- 
tual Life in Charlotte, N. C., and wide- 
ly known as a pension and profit- 
sharing plan specialist, is slated to be 
the new member of the executive com- 
mittee. 


Commissioner Andrews’ appearance 
on the program is of additional interest 
to a life insurance audience because he 
was formerly a partner in the pension 
and actuarial consulting firm of 
Bowles, Andrews & Towne, of Rich- 
mond, Atlanta, and New York City. A 
CPA, Mr. Andrews has served the 
state of Virginia as auditor of public 
accounts and the city of Richmond as 
comptroller and director of finance. 

Following marine corps service, he 
organized and directed the corporate 





T. Coleman Andrews 


Adon N. Smith II 


audit division of the U. S. general ac- 
counting office, with the duty of audit- 
ing all independent government corp- 
orations. This earned him in 1947 the 
outstanding service award of the Am- 
erican Institute of Accountants. He is 
a past president of the institute. 

Announcement of the new member 
of the MDRT executive committee is 
always greeted with much interest in 
the business because normally he be- 
comes chairman three years hence. 
Mr. Smith qualified for the MDRT in 
1945 and has attended as a qualifying 
member every meeting held since 
then. This year he is vice-chairman of 
the program committee, in charge of 
the room-hopping sessions. Previously 
he served as vice-chairman of the en- 
tertainment and general arrangements 
committee. 

Mr. Smith started in life insurance 
in 1926 with Northwestern Mutual Life 
in Cleveland. In 1934 he moved to 
Charlotte as district agent for North- 
western. In 1941 he began specializing 
in pension and profit-sharing plans. 
His company, Adon Smith Associates, 
has offices in Jacksonville, Fla., as 
well as in Charlotte. He is a past pres- 
ident of the Charlotte Life Under- 
writers Assn. and of the Cleveland and 
Charlotte CLU chapters. 


The nominating committee, headed 
by Immediate Past Chairman G. Nolan 
Bearden, New England Mutual Life, 
Beverly Hills, Cal., also recommended 
the advancement of Arthur F. Priebe, 
Penn Mutual, Rockford, Ill., who is 
chairman of the program committee, 
from vice-chairman to chairman of the 
executive committee; of Howard D. 
Goldman, Northwestern Mutual, Rich- 
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Kansas Agents Elect 
Grant Hoener, 400 
Attend Annual Rally 


By WILLIAM J. GESSING 


Kansas Assn. of Life Underwriters 
at its annual meeting in Wichita 
elected Grant Hoener president. Mr. 
Hoener, who is with New York Life 
at Great Bend, succeeds John V. Coe, 
Massachusetts Mutual, Wichita. The 
combined annual meeting-sales con- 
gress program attracted an attendance 
of nearly 400. 

Corlett J. Cotton, Northwestern 
Mutual, Lawrence, was named lst 
vice-president; Cecil N. Peterson, Un- 
ion Central, Topeka, 2nd _ vice-presi- 
dent; Ernest Woleslagel, Equitable of 
Iowa, Hutchinson, 3rd_ vice-president, 
and Ralph Willcott, Business Men’s 
Assurance, Chanute, national commit- 
teeman. M. G. Miller, Mutual of New 
York, Topeka, continues as secretary- 
treasurer. 

Mr. Miller reported that current 
membership of 699 is eight fewer than 
that for a year ago. Mr. Cotton, chair- 
man of the law and legislation commit- 
tee, referred to the association-spon- 
sored agents’ qualification bill which 
was recently killed. He urged the 
next time that such a measure is pre- 
sented it be drafted as a_ separate 
-and distinct life bill. This year it was 
coupled with a qualification bill which 
included property agents. 

The next annual meeting and sales 
congress will be held at the Broad- 
view hotel, Wichita April 27-28, 1956. 

At the sales congress, Noell L. Welsh, 
Metropolitan, Tulsa, told how he wrote 
a million dollars of business and spoke 
of the challenge of personal produc- 
tion. He emphasized that the impor- 
tant thing to do is set a goal and 
do something about it. 

Homer C. Chaney, 2nd _ vice-presi- 
dent, New England Mutual, spoke on 
“Life Insurance Unlimited”. C. L. 
Quinn, Aetna Life, Laurel, Miss., di- 
rected his talk principally to men in 
the business less than five years, re- 
viewing the early difficulties he en- 
countered. Bert G. Ripley Southwest- 
ern Life. Wichita Falls, Tex. apovlied 
faith and religion as effective aids to 
the life insurance man. 








mond, Va., from member of the execu- 
tive committee to vice-chairman; and 
the continuance on the _ executive 
committee of William D. Davidson, 
Equitable Society, Chicago, and Mr. 
Byrnes, as immediate past chairman. 
Mr. Byrnes is a general agent of New 
England Mutual at New York. 

One of the high points of the meet- 
ing will be a presentation directed by 
Laflin C. Jones, director of insurance 
services and planning of Northwestern 
Mutual Life, whose dramatized case 
study was an outstanding feature of 
last year’s meeting. Details will be 
announced soon. 

In writing the members, Chairman 
Byrnes emphasized the urgent need 
for getting hotel reservation forms 
filled out and back to him by May 20. 


MANAGEMENT 
CONSULTANTS 

















O’TOOLE ASSOCIATES 
Management Consultants 
To Insurance Companies 


Established 1945 
P. O. Box 101 Queens Village, N. Y. 


Phone — Hollis 4-0942 
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Jone 3 Rally of 
NAIC Attracts 150 


LOUISVILLE—There were approx- 
imately 150 persons registered for the 
Zone 3 meeting of National Assn. of 
Insurance Commissioners by the sec- 
ond day. Sessions were scheduled to 
continue through Wednesday of this 
week. Ka 

Zone 3 is comprised of commission- 
ers from Alabama, Florida, Georgia, 
Kentucky, Louisiana, Mississippi, Mis- 
souri, Tennessee and Puerto Rico. 
Chairman J. Edwin Larson of Florida 
was called back to his state Monday by 
the death of a party head. Walter D. 
Davis, Mississippi, was named to suc- 
ceed him as chairman, though he was 
not present at the Monday morning 
session. He was expected later in the 
day. Arch E. Northington of Tennessee 
was named zone representative to the 
national executive committee. 

Comment was made on how field 
men in Kentucky and Tennessee have 
peen working with agents to acquaint 
them with new department rules and 
regulations. 

L. L. Gwaltney Jr., who only recent- 
ly was renamed Alabama superintend- 
ent after an absence of about three 
years, spoke humorously about the 
life expectancy” of an insurance com- 
missioner. He suggested that perhaps 
some casualty company might insure 
commissioners a term of office. 

The host commissioner was S. H. 
Goebel of Kentucky. There was a pro- 
gram of recreation that included golf 
and races at Churchill Downs. 

The second day discussion was heard 
relative to insurers financing the con- 
troversial Dixon Yates contract in con- 
nection with the planned large power 
plant at West Memphis. This matter 
was deferred, and placed in the hands 
of a sub-committee, to report back at 
the next meeting, which would indi- 
cate that it was tabled. 

There was a panel discussion of pre- 
mium financing in conjunction with 
the term rule. Mail order insurance 
as applying in Georgia was discussed, 
with Cravey of Georgia indicating his 
state wants no part of it and will not 
go for it. 

Meetings were held by rating depu- 
ties on both Sunday and Monday with 
findings expected to be reported at 
the final session on Wednesday. 

The Monday morning session was 
chiefly along discussion of better edu- 
cational programs for agents. An out- 
side speaker on the Monday program 
was Arthur T. Sturgeon, vice-presi- 
dent of the Citizens Fidelity Bank & 
Trust Co., discussing public relations 
and the importance of sound insurance 
coverage as a protection to policy- 
holders and as a sound investment for 
policyholders and an aid to lending 











John F. Walsh (right), vice-presi- 
dent of Home Life of New York re- 
ceives congratulations and a wall clock 
on his 25th anniversary with the com- 
Pany at a luncheon in his honor. 
Making the presentation is President 
William P. Worthington, while John H. 
Evans, vice-president and manager of 








agencies, looks on. 


agencies. 

Up for discussion Wednesday were 
A&H, merit rating of automobile, and 
auditing home owners’ policies with 
reference to town classification. 


Hall Named Ky. Counsel 


Charles W. Hall, an attorney of 
Hardinsburg, has been appointed gen- 
eral counsel for the Kentucky depart- 
ment to succeed the late Ralph Connell 
who died in early April. Mr. Hall has 
been assistant general counsel of the 
department since January. He is a 
graduate of the University of Louis- 
ville law school. 





Equitable Cuts Group 
Major Medical Rates 


Equitable Society has announced re- 
ductions averaging about 30% in 
group major medical basic premium 
rates, varying with such factors as 
age, sex, earnings and geographic dis- 
tribution. 

The new premium schedule intro- 
duces additional flexibility and re- 
finement to accomodate the different 
benefit plans and risk characteristics 
of various groups. The new rates, 
resulting from extensive research, not 


only reflect the favorable experience 
developed so far but also accurately 
take into account the variable factors. 

There was a lack of data on which to 
base premiums, and even some un- 
certainty as to whether this form of 
benefit could be underwritten success- 
fully and widely, when group major 
medical was introduced five years ago. 





Phillips Union Mutual Director 


Charles F. Phillips, president of 
Bates college of Lewiston, Me., has 
been elected a director of Union Mu- 
tual Life. 









NOW 


under John Hancock’s 


new streamlined program | OW) COST 
BUSINESS 
SECURITY POLICIES 


NEW 


for 


OWNERS, PARTNERS 
KEY MEN 












Specifically John Hancock offers you: 


-e. A new low-cost policy for those 
who can qualify as preferred 


risks — Minimum $7500 


eee A“select” class of policies at 


exceptionally low cost— 
Minimum $3000 


of key men. 





These policies enable any owner, partner or manage- 
ment executive to set up special funds to meet 
changes affecting executive personnel such as 


—forced reorganization through loss of partner, 
disability or death of owner or partner, loss of 
key man or men for any reason. 


—forced settlement because of loss or withdrawal 


—to meet the terms of a buy or sell agreement. 





For full 
particulars 
consult your 
John Hancock 
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‘Cheaper-by-the-Dozen'—What's Ahead? 


Fascinating possibilities loom as a 
result of the New York department 
ruling that premium rates may be 
graded by size of policy so long as the 
insurer realistically takes account of 
per-policy costs in giving the bigger 
buyer the lower rate. 

The idea is admittedly startling. Yet 
it is one that it is difficult to find any 
logical objection to—unless life insur- 
ance is to be regarded as a _ semi- 
eleemosynary institution in which the 
buyers of large policies subsidize to 
some extent the buyers of small poli- 
cies. 

The all-the-way gradation of rate 
according to policy size could be said 
to have been inherent in the New York 
department’s decision of many years 
ago that a special policy with a mini- 
mum amount higher than _ $1,000, 
super-select underwriting, and a lower 
commission rate could take a lower 
premium rate per $1,000 than a regu- 
lar policy. There is nothing about the 
gradation-by-size principle that ne- 
cessitates tying it up with lower com- 
missions or extra-tough underwriting. 

Moreover, aS was brought out at 
the conference held some months ago 
by the New York department on spe- 
cial policies, it is not even necessary 
to have a “class” of a certain size to 
permit the law of average to work. If 
it costs no more to handle a big policy 
than a little policy, it is true whether 
one policy or a million of them are 
involved. 

One result would seem to be that 
companies will be able to compete in 
various size-markets on more even 
terms than they can at present. Today, 
a company that has a large number of 
small policies is handicapped in going 
after larger average cases, because 
its net cost is influenced by the higher 
expense of handling a lot of small 
transactions. One answer has been to 
issue special contracts. But this adds 
to expenses and it isn’t always easy to 
pick the right minimum amounts. If 
$15,000 is the minimum on a company’s 
lowest-rate policy, then a_ prospect 
who is in the market for only $12,000 
and can’t be induced to go above that 
figure may be lost to a competitor who 
has a nice special with a $12,000 mini- 
mum. 

Potentially, flexibility in cost is so 
great that it is conceivable that life 
insurance rates could be set at so many 
dollars for the first $1,000 and a re- 
duced rate for each $1,000 thereafter. 

There will be many who won’t like 
the results flowing from the New York 
department ruling. It will cause plenty 
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of upheavals and there may be unwise 
excesses before all hands get them- 
selves adjusted to the new power that 
the department has placed in company 
managements’ hands. But the ruling is 
so clearly based on facts and is so 
inescapable in its logic that the only 
sensible course seems to be to accept 
it and make the most of what may 
prove to be a tremendous opportunity 
for aggressive merchandising and 
healthy expansion. 

For the present, the refusal of a 
number of insurance departments to 
give the green light to premiums grad- 
ed by size will check the spread of the 
idea. However, the way around these 
refusals, through use of “special” poli- 
cies covering each amount category 
and modified just enough to be differ- 
ent from the “regular” contracts, is 
open to all. Hence the only effect of 
these departmental bans on graded 
premiums is to create extra trouble 
for the companies that want to issue 
“chealper-by-the-dozen” policies but 
have to resort to fictitious “specials” 
to do it. It should soon become clear, 
even to the most conservative insur- 
ance commissioner, that forcing a com- 
pany to issue an endowment at 98 
just so the policy won’t be the same as 
its regular ordinary life contract serves 
only to help confuse the public and 
add needlessly to the company’s 
expense and hence to the cost that 
must be borne by the buyer. 


PERSONALS 


Edward M. Karrman, treasurer and 
controller of American United Life of 
Indianapolis, was elected a director of 
Controllers Institute of America at the 
annual meeting, held in conjunction 
with the eastern conference of the in- 
stitute at Toronto. He was president of 
Indianapolis Controllers in 1939-40. 

Roger Hull, executive vice-president 
of Mutual of New York, has been 
elected a director of Better Business 
Bureau of New York City. 

F. A. Schultz, personnel director of 
Unity Life & Accident, Syracuse, N. 
Y. will be chairman at one of the ses- 
sions of the international conference 
of National Office Management Assn. 
at Toronto. He also has been nomin- 
ated for vice-president of the associa- 
tion. 

Joshua B. Glasser, general agent for 
Continental Assurance at Chicago, 
has been named general co-chairman 
of the trades, industries and profes- 
sions division of the Combined Jew- 
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ish Appeal 1955 campaign. Mr. Glasser 
will help direct the fund raising ef- 
efforts of 75 separate trades organized 
in support of the appeal this year. 
The goal for Chicago is $6,600,000. 

Jens Smith, agency secretary of 
Pacific Mutual Life, is marking his 
45th anniversary with the company. 
He started as a clerk in Chicago, ad- 
vanced to cashier and in 1916 was ap- 
pointed general agent. His successful 
record in that capacity led to his ap- 
pointment as head of the agency staff. 








Says Hecht-Farm Bureau 
Plan Is Effort to 


Lower Insurance Cost 


The plan of Farm Bureau Mutual 
companies of Ohio to sell insurance 
through department stores is an effort 
to reduce the cost of coverage to pol- 
icyholders, Murray D. Lincoln, presi- 
dent of the group, said in an interview 
at Madison, Wis. Mr. Lincoln was the 
main speaker at a banquet during the 
annual co-op editors conference. 

Referring to the plan of Farm Bu- 
reau to sell over the counter in the 
Hecht Co. department store at Wash- 
ington, D. C., Mr. Lincoln said if the 
idea proved successful there his com- 
panies will lease similar space in other 
stores. 

“We want to see if we can find some 
method of mass distribution of insur- 
ance policies which will be more eco- 
nomical,” Mr. Lincoln said. “We feel 
that the cost of selling insurance is too 
high, and we want to try some other 
way of getting insurance into the 
hands of the public.” 


Offer Special Railroad 
Service to NAIC Meet 


E. D. Poulson, assistant general pas- 
senger agent of the Chicago & North- 
western Railway System, 148 South 
Clark street, Chicago, advises that if 
there is sufficient interest, his road 
will provide special equipment for 
those going to Los Angeles for the con- 
vention of National Assn. of Insurance 
Commissioners. The equipment will 
consist of special cars on either the 
City of Los Angeles, leaving Chicago 
at 7:15 p.m. May 28 and arriving at 
Los Angeles at 9:30 a.m. May 30, or the 
Challenger departing from Chicago at 
9 am. May 28 and arriving at Los 
Angeles 10:30 p.m. May 29. 


Pacific Life Is New 


Phoenix, Ariz., Insurer 


Pacific Life has been organized at 
Phoenix, Ariz., with headquarters in 
the Luhrs building. The company is to 
be managed by Cravens, Dargan & Co., 
a managing general agency with prin- 
cipal offices at Houston. 

Officers of the company are J. C. 
Earle, president; Paul H. Roca, vice- 
president; Lois E. Earle, vice-president; 
Jess W. England, secretary-treasurer, 
and Charles A. Stanecker, executive 
secretary, 


Vote on Union Ordered in Arizona 

National labor relations board has 
ordered an election to be held within 
30 days of April 19 among agents em- 
ployed in Prudential district offices in 
Arizona on whether Insurance Agents 
International Union, AFL, will act as 
their bargaining agent. 
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DEATHS 


JOHN C. HILL, 82, a founder and 
retired president of the former Stand. 
ard Life of Pittsburgh, died in that city 
after a long illness. He retired 4, 
president nine years ago. 


HOWARD D. THOMAS, 84, a vice. 
president of Northwestern Mutual Lifk 
before his retirement about 10 yeay 
ago, died at his home in Milwauke 
after a year of failing health. He start. 
ed as a loan agent in Madison an 
went to the home office in 1923 a 
manager of farm loans. He was ad. 
vanced to vice-president in 1932. 


WILLIAM H. FABIAN, 52, man. 
ager for Connecticut General Life a 
Houston, died suddenly in his office 
there of a heart attack. All of Mr 
Fabian’s business experience was ip 








WILLIAM H. FABIAN 


life insurance, covering both sales and 
managerial work. He was named Hous- 
ton manager when Connecticut Gen- 
eral Life opened a branch there in 
1940. Before that he was with North- 
western National. A CLU, he had 
served as an officer of Houston Life 
Underwriters Assn. 

ROBERT B. DANIEL, 82, general 
agent at Hutchinson, Kan., for North- 
western National Life, died at his home 
there. Dean of Hutchinson insurance 
men, Mr. Daniel had been in the life 
insurance business since 1904. 

J. H. GREGG SR., 46, district man- 
ager for Atlanta Life at Kansas City, 
died at his home there. 

GEORGE W. MUNFORD, 71, who 
was for many years vice-president of 
Home Security Life of North Caro 
lina, serving until his _ retiremen! 
in 1947, died in Durham. He was 4 
former deputy insurance commis 
sioner. 

H. B. VEAZEY, general agent 4 
San Antonio for Indianapolis Life, 
died at age 60. He was with the com 
pany 33 years and one of its first rep- 
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ATLANTA 3, GA.—432 Hurt Bldg., Tel. Main 
1634. Fred Baker, Southeastern Manager. 


BOSTON 11, MASS.—207 Essex St., Rm, 421, 
Tel. Liberty 2-1402. Roy H. Lang, New Eng- 
land Manager. 


CHICAGO 4, ILL.—175 W. Jackson Blvd., Tel. 
Chicago Mer. 
Wieghaus, Resident Manager. 


Wabash 2-2704. O. E. Schwartz, 
RB. J. 


CINCINNATI 2, OHIO—420 E. Fourth Street, 
Tel. Parkway 2140. Chas. P. oods, Sales 
Director; George C. Roeding, Associate Man- 
ager; George E. Wohlgemuth, News Editor; 
Roy Rosenquist, Statistician. 

DALLAS 1, TEXAS—708 Employers Insurance 
Bldg.. Tel. Prospect 1127. Alfred E. Cadis, 
Southwestern Manager. 

DETROIT 26, MICH.—502 Lafayette Bidg., 
Tel. Woodward 1-2344. A. J. Edwards, Resi- 
dent Manager. 


MO.—605 Columbia Bank 
William J. Gessing, 


KANSAS CITY 6, 
Bldg., Tel. Victor 9157. 
Resident Manager. 


MINNEAPOLIS 2, MINN.—1038 Northwestern 
Bank Bidg., Tel. Main 5417. Howard J. Meyer, 
Resident Manager. 

NEW YORK 38, N. Y¥.—99 John Street, Room 


1103, Tel. Beekman 3-2°58. Ralph E. Richman, 
Vice-Pres., J. T. Curtin. Resident Manager. 


OMAHA 2, NEBR.—610 Keeline Bldg. Te: 
Atlantic 3416. Clarence W. Hammel, Resident 
Manager. 


PHILADELPHIA 9, PA.—123 S. Broad Strett 
Room 1127, Tel. Pennypacker 5-3706. E. H. 
Fredrikson, Resident Manager. 

SAN FRANCISCO 4, CAL.—Flatiron Bldg. ## 
Market St., Tel. Exbrook 2-3054. A. J 





Wheeler, Pacific Coast Manager. 
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resentatives in Texas, starting short- 
ly after it entered the state. A life 
member of the Million Dollar Round 
Table and an all-time recipient of the 
National Quality Award, Mr. Veazey 
was one of the company’s outstanding 
fieldmen. During 1954 he was the 
leading producer in Texas and ranked 
seventh in the entire company. 


PAUL EVERITT, 69, former assist- 
ant to the personnel officer of Metro- 
politan, died at Morristown, N. J., after 
a short illness. He retired five years 
ago after 45 years with the company. 


MAX J. BLITZ, 83 prominent local 
agent at Fort Wayne, Ind., and a form- 
er director of Lincoln National Life 
for 25 years, died there. He organized 
the M. J. Blitz agency in 1895 and was 
one of the organizers of Lincoln Na- 
tional Life in 1905. The agency will be 
continued by his son, Richard T. Blitz, 
as the Blitz agency. 











Introduce Conn. Mutual's 
Revised Rate Book 


Connecticut Mutual Life’s revised 
rate book, including reductions for 
additional indemnity, family income, 
decreasing term and payor benefit 
agreements and for temporary insur- 
ance, was shown for the first time to 
agents at the annual convention in 
Hollywood Beach, Fla. 

Other liberalizations affect sub- 
standard, term conversions and waiver 
of premium disability agreements. Ad- 
ditional indemnity coverage has been 
extended to age 65, and may be in- 
cluded in policies issued up to age 60. 
A new paid up at 65 benefit has been 
put into effect in waiver of premium 
disability benefits. Rate reductions up 
to 20% are included in family income 
agreements. Substandard has _liber- 
alized maximum ratings accepted for 
graded premium ordinary, family in- 
come, decreasing term and deferred 
survivorship annuity. 





Agents’ Exam Bill in Texas 


Goes Before Governor 


AUSTIN—Two measures passed by 

both houses of the Texas legislature 
now are being considered by Gov. 
Shivers, They have been sought for 
years by Texas Assn. of Life Under- 
writers. 
_ One sets up examination and licens- 
ing procedures for agents of legal re- 
serve companies only and the other in- 
creases the annual license fee of all 
life and A&H agents from $2 to $5, with 
the additional funds to be used to fi- 
ag enforcement of the licensing 
aw. 

Another bill setting up regulation of 
the sale of insurance stocks, currently 
Is in conference committee. The prin- 
cipal point of disagreement deals with 
the method of control, the house bill 
providing for the “full disclosure” plan 
used in federal regulation and the sen- 
ate measure giving full power to the 
Texas board. 


Equitable, Iowa, Sales Clubs 


Have Colorado Convention 


The second of three 1955 sectional 
conventions of Equitable Life of Iowa 
was held this week at Colorado Springs. 
The program included the joint sessions 
of the agency, president’s and organi- 
zation clubs during the first two days, 
and separate meetings of the president’s 
and organization clubs on the final 
day. Theme of the meeting, organizing 
for sales, was the basis of discussions. 

In addition to discussion led by home 
office officials, the following field men 
Spoke: J. M. Howell, Denver; W. E. 
Lowenberg, Davenport; F. H -Manning, 
Kansas City; H. F. Mischke, St. Paul; 
R. B. Ryden, Des Moines, and G. G. 
Short, Wichita. 


Frederick B. Hill Jr., president of 
Yardley Industries has been elected 
to the board of Midland Mutual Life. 


N. M. 1954 Sales 
Top $148 Million 


Fewer policies but more insurance 
were sold in New Mexico in 1954, ac- 
cording to a preliminary insurance 
report. The number of policies written 
totalled 65,965, representing insurance 
of $148,413,000. This compares with the 
1953 total of 74,596 and insurance of 
$137,391,821. 

At the end of 1954 there were 225,410 
policies in force with a face value of 
$618,814,816. Claim payments totalled 
$3,177,350 as against $2,789,638. 

American National Life led all com- 
panies the report states, writing 6,539 
ordinary life policies with a face value 
of $15 million and 23,534 industrial 
policies for $14 million. Prudential and 
New York Life were second and third, 
respectively. Western Farm Bureau, 
with sales of $11 million, was tops in 
group insurance. 


Union, Chicago, Ranks 433 


Union Life of Chicago inadvertently 
was omitted from the table in last 
week’s issue showing the ranking of 
life companies according to the amount 
of insurance in force at Jan. 1, 1955. 





Union Life began the year with insur- 


ance in force of $15,719,000, industrial 
accounting for $4,872,000 and ordinary 
the remainder. 

This would give Union Life ranking 
perce 433. There were 638 companies 
shown. 


Hear A&H Panels at N. Y. C. 


New York A & H Club at its May 
meeting heard a panel discussion of 
various phases of A&H underwriting 
and claim administration. 

Discussing underwriting were Ray L. 
Hills of Great American Indemnity, J. 
M. Ryan of Metropolitan, Robert Ryan 
of Royal Liverpool and J. M. Wilkman, 
Mutual of New York. 

Claims administration was the topic 
of C. Michael Cronin of Travelers, Carl 
Jones of Commercial Travelers Mutual 
Accident, Thomas E. McGrath of Con- 
necticut General Life and James R. 
Neligan, Continental Assurance. 


Poehler Succeeds McDonald 

David A. McDonald, purchasing 
agent for Pacific Mutual Life, has re- 
tired after 45 years with the company. 
C. Davis Poehler has been named to 
succeed him. Mr, Poehler joined the 
company in 1928, taking time out dur- 
ing the war years for an industrial 
position. He returned to Pacific Mutual 
in 1950 








Provident, N. D., Raises 
Bischof, Sym, Bradford 


Provident Life of North Dakota has 
promoted H. J. Bischof from treasurer 
and auditor to assistant vice-presi- 
dent and treasurer, A. H. Sym from 
agency assistant to assistant agency 
vice-president, and Milton D. Bradford 
from assistant auditor to auditor. 

Mr. Bischof joined Provident Life 
in 1928 and has been a director since 
1940. Before going with the company 
in 1950 Mr. Sym was with Great- 
West Life, starting with that company 
in 1928. Mr. Bradford has been with 
Provident since 1950. 


Tells Role of Group Field Men 

A. J. Ostheimer III, president of 
Ostheimer & Co., told Philadelphia 
group Supervisors Assn. there is a need 
for better understanding by group men 
of operations of consulting and broker- 
age onganizations specializing in group, 
in the interest of saving time. 

Group men keep consultants and 
brokers abreast of developments, he 
said. They have been successful in 
bringing better coverage to increasing 
numbers of people. Group field men 
play an important part in the insurance 
business, he said. 
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INSURANCE COVERAGE 


Nonparticipating Insurance 
Participating Insurance 
Accident & Sickness Insurance 
— including Noncan, Commercial, 
Deductible Hospital, and Major Medical 
Income Disability 
Juvenile Insurance 
Special Low Cost Plans 
Flexible Family Income Plans 
Retirement Plans 
Mortgage Redemption 
Impaired Risk Service 
Wide Age Range 
Salary Savings Systems 
Supplemental Term Riders 
Pension Plans 
A full line of Group Coverage 


THE 


LNL Is Geared To Help Its Field men 


LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


Fort Wayne, Indiana 
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Plan Pays Doctor's 
Bill Regardless of 
Insured’s Income 


An endorsement providing a no-in- 
come limit group coverage for out-of- 
hospital physician’s bills is to be writ- 
ten by Group Heaith Insurance, Inc., 
as a rider on its group semi-private 
hospital plan. It is available to groups 
of 50 or more persons and their de- 
pendents. 

GHI states that it is the first local 
free-choice program designed to meet 
the full cost of general-practitioner 
care. It is planned so that, with the 
endorsement, policyholders can choose 
their own doctor and the coverage will 
pay virtually all doctor bills, for vis- 
its to the office or home, maternity 
care, out-of-hospital surgical care, X- 
rays and laboratory procedures. 

Monthly cost of the plan, appended 
to the semi-private hospital plan, is 
$3.15 for individuals and $9.35 for fam- 
ily groups of two or more persons. The 
general cost of the semi-private hos- 
pital plan is 90 cents monthly. 

GHI, which has 250,000 persons en- 
rolled in its medical and dental group 
insurance plans, may soon enroll 
groups in the 17 southernmost coun- 
ties of New York and groups of em- 
ployes of organizations in nearby areas 
if they are branches of New York or- 
ganizations. 

New York County Medical Society 
has approved the plan. About half of 
the 18,000 physicians and surgeons in 
the five boroughs of New York City 
have agreed to accept the fixed fees 
of the plan as complete payment for 
services rendered. 

The plan, although there is no lim- 
it to the number of home and office 
visits, does place a maximum of $50 
for the care and treatment of aller- 
gies, a maximum of four physiother- 
apy treatments in an illness, and pays 
for diagnosis, treatment and preven- 
tion of illness or injury. 

The set fees, which GHI says are an 
average of those current in general 
practice in the metropolitan area, are 
$4 for the first visit to the doctor, $3 
for each subsequent visit, and $5 for a 
home call. 

The plan has set fees for some of 
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In Our 73rd Year 
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the services, such as $65 for setting a 
broken arm, $4 for a blood count, $125 
for maternity care for a normal deliv- 
ery. It will also pay up to $15 for the 
cost of one specialist consultation in 
each specialty field, including psychia- 
try, in each illness, and it will pay for 
visiting nurse service. 

The endorsement, although competi- 
tive, will probably not affect the pres- 
ent comprehensive major medical cov- 
erages, since it will operate exactly 
contrary to such coverage by paying 
the small costs, while major medical 
is designed for the large costs, without 
considering the basic charges. 

A deductible system for the plan 
has also been set up so that, for small- 
er premiums, it will not become effec- 
tive until after the third or fourth vis- 
it to the doctor. 

Arthur H. Harlow Jr., president of 
GHI, said the plan was designed to 
meet the demands described by rep- 
resentatives of employers and labor 
unions at the hearing on voluntary 
health insurance held this year by GHI 
and Institute of Administrative Medi- 
cine of the Columbia school of pub- 
lic health. 





North Carolina Sales 
Congress Draws 1,700 


Close to 1,700 persons, largest num- 
ber in its history, attended the North 
Carolina sales congress held in Char- 
otte, Hickory, Greensboro and Raleigh. 

Speakers were Frank B. Maher, vice- 
president of John Hancock, Alden C. 
Palmer of Insurance R&R, Stanford Y. 
Smith, senior consultant of LIAMA, 
L. E. Throgmorton, vice-president of 
Republic National Life, M. F. Brown, 
vice-president of Occidental Life of 
North Carolina, W. G. Morrison, divi- 
sion manager of Life of Georgia, Com- 
missioner Gold and Chief Deputy Com- 
missioner Lewis. The programs were 
conducted by C. K. Anders, president 
of North Carolina Assn. of Life Under- 
writers, and W. F. Yates, vice-presi- 
dent. 


R. H. Stade Promoted at S. F. 

Rowland H. Stade, assistant broker- 
age manager at San Francisco for Oc- 
cidental Life of California since 1951, 
has been named assistant manager 
there. 

He was an agent for Connecticut Mu- 
tual and assistant manager for New 
York Life before joining Occidental. 
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Bankers National Life 
Runs GA Work Rally 


More than 90 general agents of 
Bankers National Life of Montclair, 
N. J., met in New York City for a 
two-day discussion meeting followed 
by a tour of the new home office 


building. 
Richard J. O’Brien, assistant su- 
perintendent of agencies, presided 


at the first session. John D. Brundage, 
assistant to the president, spoke on 
the company’s entrance into the na- 
tional consumer advertising field in 
Fortune, 

Abraham Wohlreich, Newark, spoke 
on the business insurance market and 
Samuel Foosaner, tax counsel, review- 
ed in detail the new reasons for busi- 
ness insurance from a legal viewpoint. 

H. Carlyle Freeman, assistant su- 
perintendent of agencies, presided at 
the second session and introduced a 
panel composed of Ramon E. McCue, 
manager of A&H, Walter Rogers, 
agency secretary, and John W. Kelley, 
manager of sales promotion. 

Mr. McCue spoke on taxes as they 
pertain to A&H and the company’s 
entrance into the non-cancellable field. 
Mr. Rogers discussed pension trust 
plans and the advisibility of looking 
for the small pension cases because of 
less competition and the greater num- 
ber of small businesses. Mr. Kelley 
spoke on the advantages of using pre- 
approach material. 

A panel on favorite ways of writing 
business and the help that sales aids 
and advertising give was moderated 
by William F. Good, field supervisor. 

President Ralph R. Lounsbury spoke 
at a luncheon given for the general 
agents at the new home office. 


Stark Heads New Conn. 


General Brokerage Office 


Connecticut General Life has opened 
a new brokerage agency in Portland, 
Ore. It will serve as a life department 
for independent insurance brokers. It 
is the 16th office established by the 
company especially for general insur- 
ance men. The office will be at 715 
S. W. Morrison Street, and will be 
managed by John F. Stark. He has 
been with Connecticut General Life 
since 1953, most recently at the Cleve- 
land brokerage office 





FROM MODERN WOODMEN 
OF AMERICA 


q ASSET DISTRIBUTION 


Bonds & Stocks 
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1955 DIVIDEND SCHEDULE INCREASED 
$1,000,000 OVER 1954 


Increased earnings and the opportunity to “get ahead” 
are built into the future of the Modern Woodmen 


agent. If you want a career with a 
future—one that will give you op- 
portunity to use your talents to the 
fullest-——there’s a place for you at 
Modern Woodmen. 


ev.ie3 ROCK ISLAND, ILLINOIS 


360 Great-West Agents 
to Attend Sales Meetings 


Sales opportunities rising from 
changing economic conditions will be 
considered by some 360 Great-West 
Life agents at regional sales confer. 
ences at Atlantic City May 16-19 ang 
Victoria, B. C., May 24-27. 

During the 14-month qualification 
period, R. L. Thorpe of Indianapolis 
wrote $1,860,000 of new business to 
lead individuals. Winnipeg led al] 
branches with 33 qualifiers. 

H. W. Manning, vice-president ang 
managing director, and D. E. Kilgour, 
general manager, will address both 
conferencs. At Atlantic City Max 
Freedman, Washington correspondent 
of the Manchester Guardian, will give 
a special address and at Victoria guest 
speaker will be Alden C. Palmer, 
chairman of Insurance R. & R. 


O'Neill to Conn. Mutual 


Post, Succeeds Wardwell 


Connecticut Mutual Life has ap- 
pointed Robert J. O’Neill general agent 
at Peoria, effective May 1, to succeed 
Chester T. Wardwell, who will serve 
as associate general agent and devote 
full time to personal production. 

Mr. O’Neill, appointed an agent in 
1949, was advanced to supervisor in 
1952. Mr. Wardwell had been an agent 
and unit manager of Equitable Society 
for eight years when Connecticut Mu- 
tual Life appointed him head of its new 
Peoria agency in 1932. He is a CLU. 








Phoenix Mutual Appoints 


Kuehnle Field Manager 


Phoenix Mutual Life has promoted 
Edward C. Kuehnle from supervisor 
to field manager, working from the 
home office. 

Mr. Kuehnle joined the company at 
Newark in 1939. He was selected for 
management training in 1952 and 
served as supervisor in agencies in 
New York City, Brooklyn, Kansas City 
and Philadelphia. 





Palmieri Heads Waterbury 
Agency for Franklin Life 


Franklin Life 
has named James 
Palmieri general 
agent at Water- 
bury, Conn., where 
he will develop an 


agency organiza- 
tion. 

Mr. Palmieri 
joined Metropoli- 
tan in 1942 and 


has been with that 
company since ex- 
cept for army 
service. 





James Palmieri 





L. A. Cashiers Reelect Officers 


Los Angeles Life Agency Cashiers 
Assn, at its April meeting reelected all 
officers. Hilda Andros, Canada Life 
is president; B. B. Heinrich, Mutual 
of New York vice-president; Helen 
Hurley, Equitable Life of Iowa, secre- 
tary and Alice Nielsen, Franklin Life, 
treasurer, 

It was announced that all plans for 
the convention of the national cashiers 
association to be held in Los Angeles 
in 1956, had been completed and will 
be announced soon. 





N. C. Reinsurance Bill Moves 


A bill that would allow an insurance 
company to reinsure the business of 
an insolvent insurer without merging 
with it has been reported favorably by 
the senate insurance committee 
North Carolina. 
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Union Labor Life Total 
In Force $737,931,169, 
Group is $708,671,719 


Total life insurance in force of Union 
Labor Life at the year-end was $737,- 
931,169, increase $197,617,851, and to- 
tal group in force was $708,671,719, up 
$205,641,652 or 41% for the largest one- 
year advance in company history. 

Group A&H premiums collected in 
1954 totaled $14,579,685, a 35% in- 
crease. Claims and dividends paid to 
policy holders amounted to $18,491,836 
or 87% of earned premium income. 
Overhead control enabled the company 
to reduce group expenses from .06 
cents per premium dollar to .05% cents, 
representing a $150,000 saving. Net 
gain from all group operations rose 
from $97,777 to $424,640. 

Ordinary life in force decreased from 
$37,283,251 at the end of 1953 to $29,- 
959,450 because the largest pension 
trust case on the company’s books was 
eliminated when the client moved the 
major part of its plant operations to 
another state and terminated the labor 
management contract under which the 
insurance had been written. 

Assets totaled $21,415,839, compared 
to $20,245,842 in 1953. Special surplus 
funds, capital and unassigned surplus 
totaled $5,119,566, up $589,311. The net 
yield on investments rose from 2.9% 
in 1953 to 3.05 in 1954. Total invest- 
ments in bonds, stocks and mortgages 
were $18,575,254 at year-end, repre- 
senting 86.7% of assets, compared to 
84.1% in 1953. 


Bevan, Rutherford to 
Bankers, Ia., Home Office 


Bankers Life of Iowa has named 
William A. Bevan and Richard T. 





Rutherford field supervisors at the | 


home office. 

Mr. Bevan joined the company in 
1952 at Minneapolis and qualified for 
its top sales club his first year in the 
business. For four years he was head 
line coach at Tulane University and 
last fall served in the same post with 
University of Pittsburgh. 

Mr. Rutherford joined the company 
at Denver in 1953. 





First Quarter Sales of 
Ohio State Life Up 32% 


Paid-for sales of Ohio State Life for 
the first quarter were up 32% over 
those for the same period in 1954. In- 
surance in force during the first three 
months gained $5,317,173, making the 
total at March 31 $291,610.930. 

March paid-for business was up 12% 
over the same month last year and set 
anew March record. 


Schriver Pinch-Hits 

Managing Director Lester O. Schriv- 
er of National Assn. of Life Under- 
writers took over the speaking assign- 
ments of NALU President Robert L. 
Walker recently when Mr. Walker had 
to return to Florida to testify on 
proposed anti-tontine legislation be- 
fore a legislative committee. Mr. 
Schriver addressed sales congresses 
in Salt Lake City and Sioux City Ia., 
and life underwriter association meet- 
Ings in Albuquerque and Denver. 





Opposes Savings Bank Insurance 
Louis P. Marciante president of New 
Jersey Federation of Labor, has op- 


posed assembly bill 70 on grounds that 


it would permit savings banks to sell 
Insurance to the public in the same 
manner that a person would purchase 
a pack of cigarettes. People would 
not receive the counseling now pro- 
vided by insurance agents. If insur- 
ance could be sold over the counter, 

@ companies would have adopted 





the method long ago, he said. 


Grace Period Binds Insurer 
Despite Notice Not to 
Renew, Texas Court Rules 


The insurer is bound by the one- 
month grace period even if notified by 
the policyholder he intends to drop the 
policy, according to Texas court of civil 
appeals at Waco. Chief Justice McDon- 
ald said it is the first time that specific 
point has been ruled on by an upper 
court. 

The case involved a Great American 
Reserve policy for $1,000 on the life of 
the late Mrs. Mildred Satery, Dallas. 
Her two sons were named as benefi- 
ciaries. 

Under Texas law, life policies have a 
one month grace period during which 
the policy remains in effect. During the 
grace period, Mrs. Satery wrote the 
company stating she wished to drop her 
insurance. She died accidentally Nov. 
14, 1953, within the grace period, but 
after the policy expiration date of Oct. 
25. In view of her letter, the company 
contended it was not liable under the 
policy. A Dallas district court upheld 
the company, and the sons appealed. 

Judge McDonald noted the state law 
very positively says that every policy 
has the grace period. The legislature 
was looking to protect the interests of 
policyholders and such provisions “may 


STILL GROWING 


The average size policy for ordinary business 
last year was $7,035. This year it has grown 


to $8,310. 


Good salesmen selling for needs plus good 
competitive policiesadd up to more commission 


per sale. 


PROVIDENT LIFE & A 


not be waived in any manner or by any 
device whatsoever,” the judge stated. 

The judge observed that while Mrs. 
Satery had given notice of intention to 
drop the policy, she could still have 
changed her mind and continued it 
during the grace period. 





FTC Commissioner to Talk 
on Federal Intervention at 


Ill. Federation Meeting 


Lowell B. Mason of the federal trade 
commission who will address the an- 
nual meeting of Insurance Federation 
of Illinois May 16 at Chicago, will have 
as his subject “So You Don’t Want 
Uncle Sam’s Foot In The Door!” 





Elect Carideo President 


Frank Carideo, Bankers Life of Iowa, 
is the new president of Cedar Rapids 
(Ia.) General Agents & Managers Assn. 
Lowell P. Schwinger, Northwestern 
Mutual, is vice-president and J. Ray 
Fialka Guardian National, secretary. 


30 Years for Chicago A&H Unit 

Chicago A&H Assn. will hold its 30th 
annual dinner meeting May 19 at the 
La Salle hotel. Cocktails will precede 
the dinner and there will be profes- 
sional entertainment. 





Continental Companies 


Have Electronic Brain 


Continental Casualty and Continen- 
tal Assurance have contracted for de- 
livery of an International Business 
Machines electronic data processing 
system. 

Known as the IBM 705, the system 
is the newest and largest of the “elec- 
tronic brains” manufactured by IBM, 
renting for $35,000 per month. The 
companies are the first among Chicago 
insurers to order such equipment. In- 
stallation is expected to be completed 
early in 1957, in a specially designed 
and air conditioned room in the home 
office. 

The center of the system is a mag- 
netic core arithmetical and logical unit 
capable of performing more than 29,- 
000,000 average operations in one hour. 
In six minutes time, a single tape unit 
can feed a 2,400 foot reel of magnetic 
tape, containing the complete history 
of 13,000 policies to the processing unit. 

Continental also intends to use the 
system for statistical gathering, actu- 
arial studies, rate making, trend fore- 
casting, payroll, agency, cost, and gen- 
eral accounting. 
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Substantial Growth Again In 1954 
Adds Still Another Year of 
Progress for Atlantic Life 


Atlantic’s annual report for 1954 reveals con- 
tinued gains in every important phase of the 
company’s operations. 
Insurance in force stands at a new 
high of $334,354,991. 
Assets total $82,319,975, a gain of 
over 4 million dollars in the past year. 







Capital and surplus for additional 
protection of policyholders increased 
to $7,407,813. 


Sound, steady growth is as traditional with the 
men and women who represent Atlantic Life as 
it is with the company itself. 
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HOME OFFICE: Richmond, Virginia 









Thore Sees Federal Effort 


to Urge Voluntary Covers 
(CONTINUED FROM PAGE 3) 

plan for federal employes, instead of 
providing group life for them through 
private companies as it did within the 
last year. The federal case was based 
on the principal that the government 
should not insure anything that can be 
insured through voluntary insurers. 

Another convincing sign of the new 
attitude toward business is found in 
the investment field where Congress 
has authorized a voluntary mortgage 
program which, it is hoped, will re- 
duce direct government mortgage lend- 
ing in remote areas. 

“Probably more significant than any 
of these examples of specific action is 
the absence of strongly supported rec- 
ommendations for radical legislation 
which would be highly detrimental to 
the economy and to life insurance in 
particular,” Mr. Thore said. In fact, a 
number of established programs are 
being reviewed to see what can be 
done to transfer current government 
insurance functions to private business. 

Despite the favorable government 
attitude toward the insurance business, 






claimed as surplus premiums due under 
a Feb. 6, 1947, agreement in which, 
they said, John Hancock issued a group 
policy to about 85 association members, 
The agreement was terminated March 
31, 1952. The insurance company con- 
tended the law prohibits it from giv- 
ing rebates or discriminating between 
its insured. 





Mass. Mutual Schedules 


Four Regional Meetings 


Massachusetts Mutual Life has con- 
ducted a three-day conference in Bel- 
leair, Fla., for 30 agencies in the south- 
ern region. Other regional meetings 
are scheduled for May 16-18 at Santa 
Barbara, Cal., June 20-22 at Swamp- 
scott, Mass., and July 11-13 at Mack- 
inac, Mich. 

Representatives qualified for attend- 
ance by attaining certain production 
requirements. Combined attendance is 
expected to exceed 1,300, wives includ- 
ed. Programs will be similar, with 
emphasis on room-hopping seminars 
and open discussions. 





Rehman Is Brokerage Supervisor 

To handle increasing volume, Dascit 
Underwriters, New York City general 
agency of United States Life, has ap- 
pointed Warren Rehman _ brokerage 
supervisor. He has been in insurance 
more than 25 years. 


GLOBE LIFE INSURANCE COMPANY 


Attractive Agency Contracts 


COMPLETE LIFE INSURANCE 
COVERAGES—Ages 0-60 
ALSO ACCIDENT, HEALTH, 

HOSPITALIZATION AND MEDICAL 


For Particulars Write Home Office 


159 North Dearborn St., Chicago 1, Illinois 
WILLIAM J. ALEXANDER, PRESIDENT 


















you 
our 
trac 


spe 


bui 


len 


Off 


All 
ple 


cel 











y 6, 1955 


—— 
= 


to blame 
ments jn 
istic view 
an exag. 
an effort 
to trans. 
e federa] 
interpret 
us Signs: 
r toward 


standable 
NVictions 
leveloped 
da goy- 
9 the in. 
Many of 
changed, 
- realized 
nent pol- 
merging, 
be done 
rage the 


ck 


ice Cole. 
reserved 
by John 
on points 
L against 
1 verdict 
& Rayon 
America, 
trial be- 
for both 
he John 


> $67,435 
ue under 
1 which, 
a group 
1embers, 
1 March 
ny con- 
om giv- 
between 


Ss 

Ss 

as con- 
in Bel- 
> south- 
1eetings 
t Santa 
)wamp- 
Mack- 


jurance 








XUM 














































































May 6, 1955 LIFE INSURANCE EDITION 15 
American College Exam Penn Mutual Appoints 5 aagen-9 a Sigg operon rnin Name V. L. Wurster 
Board Approves Books Four General Agents copyrighted policy form which em- Philadelphia Manager 
A suggested reading list of books for _ Penn Mutual Life has appointed braces casualty, fire and allied hazards _‘ Vesper L. Wurster ha been promoted 
use in preparing for the 1956 CLU ex- James E. Miller, Julius S. Brown, in one contract. to manager of the Philadelphia agency 
inations has been approved by the Wayne E. Dorman and Earl E. Clark Mr. Rowell was with the Pennsylva- of Mutual of New York. He has been 
yi board of A i nC 11 4 nia department and then was with acting manager since September, when 
m board of American College. : i 3 
“Changes include addition of a new | Connecticut General Life, the Kemper he succeeded A. F. Haas, who resigned 
Chang E ‘ ladeinh 
pook in part C to replace a book pre- Companies and California Inspection to become the company’s Philadelphia 
viously recommended, approval of new Rating Bureau. ie Wontas jobad gg 
itions of three books, and a change : 
wine supplier of two books. The col- ’ : 1935 as an agency employe at Buffalo. 
lege’s forthcoming publication of a The Ohio house insurance committee In April 1954, he became training 
combined text and casebook, The Prac- has recommended a bill which would assistant at the home office and went 
tice of Life Underwriting, for use in ' allow credit unions to give group life to Philadelphia in September. He is 
preparing for the part E examination, insurance to depositors. a CLU. 
is included. 
i i MAN TO MAN... 
Julius §. Brown James E. Miller 
you ARE LUCKY general agents at Long Beach, Cal., 
mE EE Cincinnati, Washington, and Louis- 
ville, respectively. 
Mr. Miller has been a supervisor in 
the James W. Lantz Jr. agency, Long 
IF YOU LIVE Beach, since 1953. He attended the 
company’s management assistants 
school. Mr. Lantz was recently named 
superintendent of agencies. Mr. Brown, 
in Connecticut, New Jersey, Ohio 
or 
Pennsylvania, Michigan, Illinois 
or 
Indiana, West Virginia 
BECAUSE EA, 
Earl E. Clark Wayne E. Dorman 
you may become eligible for one of named successor to Duane D. Guerin, } 
5 . was appointed a supervisor in the ; 
our new, modern, and different con Lantz agency in 1952. He was chosen 
tracts in which we offer unusual and | for the company’s general agent in- 
A , 4 training program in 1954. 
special benefits to the first Mr. Dorman has been assistant gen- 
ey agent at Washington since 1953. 
vw Pa e is a CLU. He succeeds Joseph A. 
LUCKY FIFTY Marr, general agent since 1931, who 
asked to be relieved of managerial 
: : ; duties. 
who will be signed up in our agency Mr. Clark was appointed a supervis- 
Ah or at Denver in 1951 and was chosen 
building expansion program under | for general agent training in 1954. He 
. . . » ~. | succeeds Tom E. Lipscomb, who will 
which, if selected, you will receive: continue as associate general agent. That pretty _— a 
hishue Top Commissions © Encel- Funeral Home Tie-in, philosophy of life insurance operation upon which the 
ie Neate Macmesadty «: Olenet Meine Compensation Bills Die Midland Masel names its weletions with the men that 
Ras, Castes enh Coommial The North Cuming house insurance represent it. And it’s this friendly spirit of helpfulness 
cr an operation @ committee voted 16 to 11 against a ° ‘ 
cicsiteiin. Mesitisiiatian: Ranie--« bill to prohibit life companies and and cooperation that we know has contributed much to 
ae i ms phere geo outa Oe caneuie "cals — the successful growth of our company and its agents 
weep to- dale Lite Hane anansuy- next step would be to divorce auto- during the years. 
plements e The Latest Coupon Invest- | mobile dealers from ie and casualty 
insurance. The bill would have barred * * 
ment and Savings Plan e Non-can- funeral home employes from serving P Keeping ee hannen clement foremost is a than a 
iii Goerenteed Renewable a pc aii le company policy” at the Midland Mutual... 7 8 a way of 
H ° a ° a. 8 which would have brought independ- life. That’s why we're not only ready at all times eee but 
ospital - Medical Expense Policies. A ' : 
ent contractors under the workmen’s anxious... for the opportunity to help our men in the 
compensation act, making a corpora- r 
BE AMONG THE “LUCKY FIFTY” tiem employing the aie respon- field whenever they ask. And, that’s why we’ve developed 
ee ee ee eee ‘a a variety of practical sales helps to make the 
Sate ey ee ; Mims to Ky. Department job in the field easier and more productive. 
rite for confidential information to Hornsby Mims, formerly assistant %* 
HAROLD C. VOLLMANN, Vice Presi- | actuary of Peoples Life of Indiana, has ae ; 
Rig dind Ditectos of Agencies been named assistant actuary of the if yews _ Int wei oe the be pai 
Indiana department. utuats hetping hand approach ¢ 
A graduate in actuarial science from benefit you, drop us a line. Just address 
_ _ becomcrey a be - - Charles E. Sherer, Director of Agencies. 
id some teaching in that subject, Mr. 
AMERICAN LIFE Mims was with Peoples Life for sev- MIDLAND 
eral years. Previously he was with his _ MUTUAL LIFE 
INSUR ANCE ASSOCI ATION father, a consulting actuary in Texas. " 
Bridgeport 5, Connecticut Rowell Joins Freedom oS C 
. John H. Rowell has been elected : ; | , p y a 
Serving American Families Since 1892 | vice-president and chief actuary of | | : surance > om] an - ce 
Freedom Ins. Co. of Berkeley, Cal. The - 250 East Broad St. oo > | Columbus 16, Ohio = 
company is in the process of market- ° sn : aera RE REE iessimin 
ing $22 million worth of securities and 
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EMPLOYERS SERVICE 


extends to every feature 
of your A & H Policies 
whereon Reinsurance is 


practical and helpful. 


Accumulated experience 
of 39 years in A & H 
Reinsurance practice is 


at your call. 


EMPLOYERS REINSURANCE CORPORATION 


NEW YORK 
107 William St. 


KANSAS CITY, MISSOURI 
21 West 10th St. 


LOS ANGELES 
1139 W. 6th 


SAN FRANCISCO 
114 Sansome 


CHICAGO 
175 W. Jackson 
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Family Counselor... 


The Life Underwriter helps in the making 
of plans for the welfare and security of 
the family. 

Fidelity is proud of its life underwriters 
and family counselors and of the great job 


they are doing in the field. 


The 
FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA * PENNSYLVANIA 





Industrial Future Bright, 
LIAMA Group Is Told 


(CONTINUED FROM PAGE 1) 


about through a social and economic 
revolution that in the past decade has 
altered the entire market for the in- 
dustrial life agent. 

Noting that more than 50% of all 
families now have an income over 
$4,000, Mr. Zimmerman said “it is not 
surprising that the real income of 
many of these families has increased 
more rapidly than has their sense of 
responsibility to themselves and their 
community”. 

Conceding that an educational pro- 
gram may be necessary to develop this 
sense of responsibility, he concluded 
by asking his audience of 175 combin- 
ation company sales executives if their 
agents fully appreciate their increasing 
responsibilities for extending the bene- 
fits of life insurance to this group? 

One of the most important jobs in 
district supervision today is to per- 
suade managers to think in terms of 
their market potential. This was the 
consensus of a panel discussion on su- 
pervision. 

Wilbur W. Hartshorn, superintend- 
ent of agencies, Metropolitan, said he 
wants his managers to analyze their 
market and plan how they will get 
their share of it. 

“There is danger,” he said, “in let- 
ting agents gear their work solely to 
what they did the year before. They 
should think in terms of what their 
market is right now. The manager can 
help his agents think in these terms’’. 

In addition to Mr. Hartshorn, the 
panel included Charles H. Kendall, 
vice-president of Washington Nation- 
al; W. Sheffield Owen, vice-president 
of Life of Georgia; and W. W. White, 
secretary of Peoples Life. Chairman 
was Fred I. Wunderlick, vice-president 
of Baltimore Life. 

Replying to a question on how to get 
managers to look at their market po- 
tential, Mr. Hartshorn said he insists 
that managers get the economic facts 
about their districts. For example, he 
said, the manager of each district 
should continuously look at facts on 
population trends in his territory, on 
removals, on industries, wages, types 
of people. He pointed out that most 
chambers of commerce have these facts 
available. 

Questioned about how much manag- 
ers should work with agents in the 
field, Mr. Hartshorn said the majority 
of Metropolitan managers in his terri- 
tory do considerable field work with 
agents. He suggested that one of the 
things that makes a man a good man- 
ager is the good example he is able 
to set. The manager should also be a 
personal producer because nothing 
gains so much respect for a manager 
as his ability to sell, he said. When a 
manager is doing some selling he is in 
the middle of his market, he knows 
what it is, and he is able to analyze 
this market for the benefit of his 
agents. A manager who does personal 
production need not compete with his 
agents, he said. 

Explaining the supervisory organi- 
zation of Metropolitan, Mr. Hartshorn 
said the company has 13 territories, 
each headed by a superintendent of 
agencies. The size of the territory, he 
suggested, is determined largely by the 
ability of the superintendent to travel 
it. Each superintendent is responsible 
for everything in his territory. Such 
supervision is the careful and system- 
atic review of all phases of district 
management and the initiation of cor- 
rective measures as necessary, he said. 

During a discussion of mechanical 


supervisory helps furnished by the 
home office to managers, Mr. Hart. 
shorn described one Metropolitan forn 
which enables managers to analyz 
conditions in their debit in compariso, 
to four or six months before and jp 
comparison with the average of the 
district. 

Commenting on the selection of men 
for assistant manager posts, Mr. Hart. 
shorn said the superintendent of agen. 
cies in Metropolitan takes a lively ip. 
erest in this selection because in the 
company selection for assistant man. 
ager implies selection for potentiaj 
manager. 

Pointing up the importance of good 
supervision, Mr. Owen suggested that 
possibly 10% of all agents and man. 
agers would succeed in spite of poor 
supervision, and another 10% woul 
perhaps fail despite excellent super. 
vision. The remaining 80%, he said, 
will succeed or fail in direct propor. 
tion to the kind of supervision they re. 
ceive. If agents are entitled to sound 
training and adequate supervision, s 
are the men who select, train and su- 
pervise agents, and the men who su.- 
pervise them. 

Stressing the value of records to 
make good supervision possible, he 
quoted a sales executive who said “a 
man who tries to supervise a group of 
salesmen or sales managers without 
an adequate set of records is like the 
man who owns a watch with no hands, 
He may know the thing is running, but 
he cannot tell the time of day”. 


If it is agreed that the agency de. 
partment is the heart of the life com- 
pany, Mr. Owen continued, it can prob- 
ably be further agreed that a sound 
set of records, both statistical and non- 
statistical, are the heart of the agency 
department. 

Advocating that the district man- 
ager be allowed to exercise his judg- 
ment in the selection of agents and as- 
sistant managers, Mr. White said that 
one of these yardsticks for measuring 
the success of a manager is how well 
he selects. He explained that in Peo- 
ples Life, the district manager is ap- 
pointed by authority of the board and 
is vested with the full authority, re- 
sponsibility and duties of his office. 
Relating this to the subject of super- 
vision, Mr. White said that the agency 
department men who supervise try 
not to create leaders, but to develop 
managers who are able to stand on 
their own. 

Mr. White discussed the checklist 
carried by the division superintendent 
of agents for each district in his divi- 
sion. Under headings of “general, cler- 
ical, and manager,” the list has a total 
of 31 specific items. 

The division superintendent of agents 
is the chief liaison officer between 
district offices and the home office, Mr. 
White said, and his duty is to see that 
each district in his division is efficient- 
ly operated and managed and that 
proper morale is maintained. 

In reply to a question about the de- 
sirable extent of the manager’s super- 
visory responsibilities, Mr. White said 
his company expects its managers to 
develop a team with their staff man- 
agers in supervising. He suggested that 
this supervision should neither be left 
entirely to the staff manager nor en- 
tirely to the manager. But the direct 
supervision of agents in a district is 
left principally to the staff managef 
and he is held accountable for it. 

On whether or not the manage 
should work directly with his agents, 
Mr. White said it has been his com- 
pany’s experience that the most sut 
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There Goes The 
CL Le 


Sure, we know that everybody 
wants a “Self-starter”, but 
we've got something HE wants 
—a new Direct Contract that’s 
a “natural” for the man who is 
going places and wants to cash 
in on the trip. 








We have an exceptionally fine port 
folio of standard and special Life 
policies, plus accident, sickness, 
surgical benefit and hospitalization 
coverages. 


DIRECT AGENCY openings in: 
Maryland, Ohio, Indiana, 
fowa, Kentucky, Missouri, 
Mississippi and 

















Arkansas. 
WRITE TO: 
; J. DeWitt Mills 
lereanc c Supt. of Agents . 
Mutval Savings Life 
$701 Waterman St. Lovis 12, Me. 











More than $40,000* during 1955 


~-to provide education.” 





To broaden the Educational Scholarship 
Program of LUTHERAN BROTHERHOOD, 70 
LUTHERAN BROTHERHOOD YOUTH LEADER- 
SHIP AWARDS are being made available to 
high school graduates. These scholarships 
of $150.00 each will be presented to quali- 
fied Lutheran students selected by the 
applicant’s Lutheran Church body. 


The purpose of this Award Program 

is to encourage high school 

pana to continue their education 
y enrollment in Lutheran Colleges. 


This is another example of LUTHERAN 
BROTHERHOOD’S , in “extending the 
Lutheran Faith” by aiding education. 
*$10,500 for LUTHERAN BROTHERHOOD 
YoutH LEADERSHIP Awarps, $12,900 for 
College Scholarships and $17,000 for Sem- 
inary Scholarships. 


LIFE INSURANCE IN FORCE $571,192,275 





A Life Insurance Society for Lutherans 


Lutheran Brotherhood 


LEGAL RESERVE LIFE INSURANCE 
CARL F. GRANRUD, President 
608 Second Avenue So. * Minneapolis, Minn. 











LIFE COMPTROLLER 
$12,000. 


A well established company with a 
good financial backing allied to lite 
insurance has an opening in the Mid- 
west for a good life insurance comp- 
troller. An understanding of invest- 
ments helpful but not necessary. 


Send your qualifications confidential- 
ly to: 


FERGASON PERSONNEL 


330 S. Wells St. Chicago 6, IIl. 
HArrison 7-9040 














cessful districts are ones where the g 


district manager works with his agents 
in the field some part of their time. 

Elaborating on the job of agency su- 
pervision in Washington National, Mr. 
Kendall listed 10 specific duties for the 
home office agency supervisor: 

Handle correspondence other than 
detail and routine; plan new debits, 
new staffs and new districts; review 
agents’ and superintendents’ records 
and write the manager; review district 
record and write on this; develop com- 
pany business throughout the division; 
do things necessary to develop organi- 
zation in division; attend training 
meeting, one hour a week; attend agen- 
cy council meeting, one hour a week; 
counsel with 2nd vice-president on 
division matters; and attend a territo- 
rial meeting once a week. 

District office clerks should be re- 
sponsible to the manager, Mr. Kendall 
said. His company holds the manager 
responsible for records; therefore, his 
clerks should be responsible to him. 

Outlining how his agency super- 
visors work when they visit a district, 
Mr. Kendall said they carry a file of 
accumulated discussion matters and 
cover them; analyze and measure or- 
ganization through the progress book; 
promote any current activity of the 
company; hold meetings of superin- 
tendents to measure and help develop 
the management team; attend agency 
meetings to convey specific ideas, and 
point out opportunities for improving 
district operation; help the manager 
with his own ideas and try to develop 
further his managerial ability; discuss 
district problems with the manager, 
help him work them out and secure 
necessary action; and discuss potential 
agents and superintendents with the 
manager. Each agency supervisor com- 
pletes a report for the 2nd vice presi- 
dent on his return to the home office, 
he said. 

Opening a panel discussion on busi- 
ness management, Chairman Walter H. 
Saitta, vice-president of Pensinsular 
Life, differentiated between manage- 
ment of methods and management of 
men. He predicted that business man- 
agement of men must continue to im- 
prove if business management of meth- 
ods is to bring better results. Far too 
many men fail in this business and 
much needs to be done in training top 
management and district management 
in the art of getting along with people, 
he stated. 

Panel members were S. S. Cox, 
agency director of Home State Life; 
Joseph J. Diamond, assistant vice- 
president of Home Life of America; 
Marvin D. Miller, assistant vice-presi- 
dent of Gulf Life; and Robert J. Mor- 
ris, vice-president of British-Ameri- 
can. 

Mr. Saitta suggested that while much 
has been accomplished in accounting, 
conservation, compensation, reporting 
forms and other aspects of “business 
management of methods”, in his judg- 
ment “there has been a lag in the 
science of business management of 
men”, 

To be successful, business manage- 
ment must follow definite fundamental 
principles from which it does not devi- 
ate. It must be steady; it must have the 
same rules for all. Management must 
lead by example. The district man- 
ager who sets a definite reporting time 
for his agents should be there too. 
Management of methods requires that 
not only shall those methods used be 
the best available, but that no excep- 
tions be made in their execution. 

He submitted that individual men 





















LIFE UNDERWRITING 


is a common concept 
among Equitable Life of 
lowa field associates. It is 
a daily working philosophy 
and a basic objective. 
Working membership in 
NALU, the annual attain- 
ment of the National Qual- 
ity Award, and successful 
study for the CLU desig- 
nation are characteristic 
aims and activities. All are 
part. of the Company's 
fieldwide watchword— 
"Keyed for Career Life 
Underwriters". 
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THE LOGIC OF LIFE INSURANCE 
By Paul Speicher— 


—has for years been R & R’s best seller. It has continued 
to head the list because it is especially effective (with both 
agent and prospect) when the purpose is to build a back- 
ground of philosophy and understanding of the place of life 
insurance in financial planning. 


Now, in addition to the hard-bound library edition ($1.45 
per copy), we have an attractive new soft-bound edition. 
Single copy, 95¢; 2-9 copies, 92¢. Every agent should have 
several copies of The Logic in his lending library—for loan 
to policyholders and prospects. They'll help sell life insurance! 
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have failed and whole districts have 
failed because management did not 
have the courage to abide by the rules 
set down by themselves and their com- 
panies. 

The panel was asked to comment on 
a series of questions which had pre- 
viously been submitted by members of 
the combination companies group. 

Introducing the subject of arrears, 


Mr. Diamond suggested that arrears 
must be considered the first step to- 
ward lapse and a threat to production. 
The effect of lapse is twofold, he said. 
The direct effect is loss of commissions. 
The indirect effect is loss of morale, 
curtailment of a market, and ineffi- 
cient direction of the agent’s time to- 
ward lapse prevention when this time 
would be better spent selling new busi- 





WANT ADS 








Rates—$18 per inch per insertion—1 inch minimum. Limit—40 words per inch. Deadline 5 P. M. 
in Chicago office—175 W. Jackson Blvd. 


Friday 
make payment in advance. 
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Individuals placing ads are requested to 








TOP MANAGER = TOP SALARY + TOP BONUS 


Our "equation" for a successful manager for our new Chicago agency 
is that the salary and bonus should be equal to the man's ability. We 
want the best and are willing to pay a top salary plus a liberal incen- 


tive bonus to the right man. 


The man we are locking for has at least five years of experience as 
an agency manager or assistant manager, is between 35 and 45-years- 
old, and knows the ins and outs of the Chicago market. 

We will expect him to take complete charge of developing a new agency 
for us in Chicago, using one of the fastest selling package plans in 
the country. We are one of the leading Life and Accident and Health 
companies in the Midwest with a large percentage of our business pro- 
duced in Chicago. Replies confidential—and all of our representatives 
know of this ad. Write giving full details to Box E-70, The National Under- 
writer Co., 175 W. Jackson Blvd., Chicago 4, Illinois. 








WANTED: HOME OFFICE and FIELD SUPERVISORS 
A progressive midwestern life company in business more than fifty years 
has attractive openings for Home Office and Field Supervisors. Writes 
life, accident, and hospitalization. Liberal agent's contracts. Home Of- 
fice training courses and many additional sales aids. Pension plan, hos- 


pital and surgical, group insurance. State age and experience in reply. 
Box No. E-84, The National Underwriter Co., 175 W. Jackson Blvd., 








Chicago 4, Ill. 
Agency Executive for Indiana 
MERGER Immediate opening with new Indiana life 
PROPOSED company with that better "“mousetrap."’ Un- 


Small Southern Life Insurance com- 
pany, with practically unlimited 
growth possibilities due to unusually 
large amount of investment earnings 
available each year, wants to merge 
with an established company which 
can provide mature and progressive 
management and an aggressive 
sales organization. All inquiries will 
be held in strict confidence. 


Box E-58, The National Underwriter 


Co., 175 W. Jackson Blvd., Chicago 
4, lil. 








WEST COAST OPPORTUNITY 


For ambitious young man with man- 
agerial talent and life risk appraisal 
experience. Send recent photo and 
background sketch to Box #E-83, The 
National Underwriter Co., 175 W. 
Jackson Bivd., Chicago 4, Ill. 








usual opportunity with company in its early 
stages of development. Address E-85, The 
National Underwriter Co., 175 W. Jackson 
Blvd., Chicago 4, Illinois. 








AGENCY ASSISTANT 


Well established Chicago General Agency 
of top Eastern Mutual Life Company needs 
Agency Assistant with brokerage or super- 
vision experience. Address E-73, The Na- 
tional Underwriter Co., 175 W. Jackson 
Blvd., Chicago 4, Ill. 








PENSION CONSULTANT AVAILABLE 


C.L.U., early 50's, with 14 years experience in- 
stalling, administering and servicing Pension 
and Profit sharing plans seeks new connection. 
Present position satisfactory but dead end. Pre- 
fer Middle Atlantic territory but will go any- 
where. Write Box E-81, The National Underwriter 
Co., 175 W. Jackson Blvd., Chicago 4, Ill. 











Insurance Accountant 


Growing insurance company wants accountant 
who can supervise accounting operations. Good 
salary. Our employes know of this ad. State pre- 
vious experience and salary expected. Replies 
treated in confidence. Address N. Y. 31, National 
Underwriter, 99 John St., New York 38, N. Y. 








ness. 

Mr. Diamond said his company tries 
to combat arrears through close super- 
vision of accounts from the home of- 
fice, through certain tools such as ar- 
rears letters, and through a concentrat- 
ed campaign to keep the agent think- 
ing about the subject. 

Mr. Morris pointed to some unusual- 
ly high arrears figures for Jamaica and 
the Bahamas, but said he thinks this 
can be corrected through an education 
program. Mr. Diamond noted that “a 
high arrears situation is not always 
indicative of high lapse”. 

In discussing time control methods, 
Mr. Cox said his company doesn’t be- 
lieve it can control the agent’s time, 
but it can give him the tools so he can 
control his own time. 

Mr. Diamond commented on an an- 
alysis by Home Life showing that some 
agents were the victims of an ineffi- 
cient pattern of calls. Rearrangement 
and redistribution of calls has done 
much to help each agent use his time 
efficiently, he noted. 

Mr. Miller explained how his com- 
pany had located an expensive habit 
through which many agents were mak- 
ing “back calls” during the potentially 
productive evening hours. His company 
strives to get its men either to elimi- 
nate these back calls or make them at 
some other time when they would not 
interfere with evening calls which are 
most profitably designed for selling. 

On the subject of machine account- 
ing methods, Mr. Morris and Mr. Sait- 
ta described the field accounting sys- 
tem established in Peninsular Life. 
Under this system, Mr. Morris said, all 
an agent does is fill in the collections 
he has made; all advances and arrears 
are figured on the tabulating machine 
at the home office. While this system 
saves an agent time, he continued, ex- 
perience shows it is essential to show 

the agent what to do with this time 
saved. 


Mr. Saitta noted that the field ac- 
counting systems helps in recruiting 
to be able to tell men that they are 
going to be salesmen, not accountants. 

To the question of whether ego rec- 
ognition has a place in account man- 
agement, Mr. Cox said he has found it 
does. Standings of account conditions 
are published in bulletins and the com- 
pany magazine. These and other meth- 
ods seem definitely to inspire agents 
to improve their conditions of account, 
he said. 

To the question: what is the opti- 
mum size weekly premium debit for 
best results, Mr. Diamond said he knew 
of no absolute answer but that it de- 
pended upon characteristics of the 
company, the man on the debit, the 
territory, and the amount of other 
kinds of insurance written by the com- 
pany. 

In Home Life’s experience, he said, 
in densely populated areas the opti- 
mum debit size appears to be about 
$375 weekly or $750 monthly. In more 
open areas the figures reduce to $275 
and $550. 


Commenting on the _ relationship 
between volume production and low 
lapse ratio, Mr. Miller concluded that 
the same qualities that enable an agent 
to write a good volume, should also 
enable him to write good quality busi- 
ness. 

Describing a method of getting 
across to the agent the value of service 
concept, Mr. Cox said: “new business 
commissions are closely tied to con- 
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servation and collections; thus the bet. 
ter a man conserves, the more money 
he makes on production”. 

How to help the agent make more 
money while rendering better service 
to clients was discussed by a panel of 
five agency officers. Gordon S. Wool- 
sey, assistant superintendent of agen. 
cies of London Life, panel chairman, 
opened the session on sales manage. 
ment by exhorting the audience to leaq 
the way in development of fair, mod. 
ern policies suited to current public 
needs. 

“We owe it to the public and to the 
field forces to keep our product mod- 
ern,” he said. 


Panel members were George F. Al- 
bright, assistant vice-president of Life 
of Virginia; Lloyd A. Brewer Jr, 
manager of agencies of Equitable of 
D. C.; Charles F. Byron, agency super- 
visor of London Life; and Denzel J. 
Haywood, director of agencies of John 
Hancock. 

Mr. Haywood suggested that one of 
the best ways to help agents make the 
most of today’s market is to help them 
understand just what the market is, 
He listed seven factors that have re- 
cently changed the character of the life 
insurance market—social security, in- 
crease in population, increase in long- 
evity, more money in circulation, in- 
crease in amount of money people are 
saving, the move to the suburbs and 
the resultant increase in home owner- 
ship, increasing need for and popular- 
ity of business insurance. 

It is up to the agency officials to see 
that agents know about all these 
changes and how to turn them into 
life insurance ownership, he said. In 
many cases the new problem is of sell- 
ing up to the use, rather than down to 
the need. 


Replying to the question of what can 
a company do to help the agent earn 
more money, Mr. Albright said Life 
of Virginia emphasizes four activities 
—introduction of an A&H policy that 
is increasing the guaranteed debit 
salary, introduction of a comprehensive 
company training plan, change in pen- 
sion benefits as an incentive for agents 
to make additional earnings, and en- 
couragement of LUTC and CLUJ train- 
ing. 


He noted good results from produc- 
tion form which helps keep a clear 
picture of his earnings in front of each 
agent. 

Mr. Haywood said his company’s ob- 
jective is to make its training sessions 
and clinics as palatable as possible so 
they don’t seem like work to the agents. 

Mr. Brewer explained how his com- 
pany tries to encourage larger size 
ordinary applications. He said it tries 
to break the $1,000 habit by publishing 
rate sheets on higher amounts. Each 
week the standings of the districts 
with respect to the percentage of cases 
under and over $1,000 are tabulated 
and, in addition, the average size case 
is a factor in qualification for the pres- 
ident’s trophy. 

Mr. Haywood said John Hancock de- 
signs proposal forms calling for 
amounts above $1,000. 

On meeting competition from both 
within and without the life insurance 
business, Mr. Haywood said John Han- 
cock has revised its age change pro- 
posals, developed a new visual presen- 
tation kit for business insurance, 
beamed advertising toward needs the 
debit agent can best meet, and urged 
managers to empahsize the advantages 
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of specific markets in agency meet- 


ings. 

Commenting on competition from 
group insurance, Mr. Brewer made a 
lea for educating agents in the facts 
about group to the same extent that 
they are educated about social security. 

Mr. Albright commented that Life 
of Virginia has long felt that a good 
service call can go a long way toward 
eliminating much competition for debit 
agents. , , 

By improving their accounting sys- 
tems, their contracts, and the tools 
they work with the agent’s job can be 
made a_better, more satisfying one, 
put the big opportunity for improving 
the agent’s job lies in the field of 
human relations, Mr. Byron said. He 
suggested that some companies may 
want to consider creating a special new 
category for men who reach a certain 
volume level. Admitting that he was 
not prepared to say whether these men 
should have a special title or be given 
certain privileges such as exemption 
from attendance at some agency meet- 
ings, Mr. Byron concluded that this is 
a big area in which a good answer must 
be developed. 

He advanced the theory that compan- 
ies can do a great deal to make the 
agent’s job better—at very low cost— 
and with perhaps even a reduction 
possible in cost of supervision. 

Mr. Albright replied to the question: 
how can we get managers to do a real 
sales manager’s job? by saying his 
company emphasizes the sales aspects 
of the manager’s job. It encourages 
managers to work with agents in the 
field and to visit agents in their homes, 
and it recommends that managers, as 
well as agents, take LUTC and CLU, 
and use the book Managing a District. 

Mr. Byron said London Life has in- 
stalled a branch secretary in each 
office with the objective of freeing 
managers from much detail work. It 
finds this system allows managers to 
concentrate on the job of being sales 
managers, he said. 

How can a company get good pro- 
duction along with good persistency? In 
answering this question, Mr. Albright 
listed four recent steps taken by Life 
of Virginia—encourage all agents to 
work for the national quality award; 
charge second year lapses, as well as 
first year, on qualification for conven- 
tions; increase second and third year 
ordinary renewals; and _ encourage 
agents to make service calls. 


Detroit Sales Meet Set 


The program has been completed for 
the sales congress at Detroit May 12, 
sponsored jointly by Detroit and Mich- 
igan Assns. of Life Underwriters. 
Talks will be made by Robert Glad- 
den, John Hancock, Jackson, Mich.; 
Richard Wetherbee, Mutual Benefit 
Life, Cincinnati, and Robert L. Walker, 
president of NALU. W. O. Hildebrand, 
the state association’s legislative ad- 
viser, will make a report and there also 
will be a showing of the life insurance 
play “Stardust”. 

Life Leaders Club of Michigan will 
meet the preceeding day and hear talks 
by R. H. Moore, Mutual Benefit Life, 
Lansing; Leon Tracy, assistant director 
of sales, Prudential, and R. J. Thoms, 
Detroit attorney. A banquet will be 
addressed by A. C. Nelson of Sacony 
Vacuum Oil Co., Detroit. 


Coolidge Misidentified 


. Omission of part of a sentence in an 
item on the LIAMA agency officers 
Program in last week’s issue resulted 
M Incorrectly identifying Vice-presi- 
dent Robert B. Coolidge of Aetna Life 
as being with Massachusetts Mutual 
and omitting the name of Vice-presi- 
dent Charles H. Schaaff of Massachu- 
setts Mutual. 











The Al Karduna agency of Postal 
€ in Brooklyn has moved into new 
quarters at 16 Court street. 


Graded Rate Plan Needs 


Reversal of Turn Downs 
(CONTINUED FROM PAGE 1) 
it. They could use the graded premi- 
um plan but make the policies in each 
category slightly different from “reg- 
ular” contracts. For example, a com- 
pany with three size classifications 
could designate its smallest category 
endowment at 97, the next range en- 
dowment at 98 and the largest amount- 
class endowment at 99. This would 
be all right with departments that 
won’t ok the graded premium plan. In 
fact some of them have suggested it 
as a way out for frustrated premium- 
graders. 

This plan would actually not be 
too difficult for straight life plans but 
it presents complications with, say, an 
endowment at 65. Use of a different 
reserve basis for specials—a plan al- 
ready in use—might be a way of 
avoiding the problem of special pol- 
icies with oddly-timed maturity dates. 

What effect the New York ruling 
will have on other states is problem- 
atical. Many states are accustomed to 
taking their cue from New York, 
while others regard almost any action 
by New York as a kiss of death—if 
New York is for it they are against it. 

One possibility is that some compa- 
nies will go ahead and write the grad- 
ed premium plan where it is permis- 
sible, in the hope of thereby convinc- 
ing the hold-out states that there is 
nothing wrong or discriminatory about 
the plan if it is properly cost-ac- 
counted. Since the plan is especially 
helpful to smaller companies having a 
fairly low average policy, such a com- 
pany, if its business were confined 
largely or entirely to those states per- 
mitting rate gradation by size, might 
well spearhead the new plan and thus 
stir action among other companies for 
removal of the barriers generally. 

Some company executives have ex- 
pressed the opinion that the “cheaper 
by the dozen” plan, whether based on 
a special policy for a minimum size or 
on some gradation of premium plan, 
would be working a hardship on the 
smaller policyholders. However, Dep- 
uty Superintendent Harris’s_ ruling 
makes it clear that any company em- 
ploying the gradation plan will have 
to prove to the department that its 
system of “grouping or rate classifica- 
tion as well as the results flowing 
therefrom are reasonable, equitable 
and non-discriminatory.” Thus, any 
insurer using the gradation plan can 
argue pretty cogently that there is no 
discrimination against any class of pol- 
icyholders or the New York depart- 
ment would have stepped into prevent 
it. 

Apparently Mr. Harris’s ruling is 
broad enough to permit a company to 
use the “policy fee” basis that was de- 
scribed in some detail by Executive 
Vice-President William Anderson of 
North American Life of Toronto at the 
conference on special policies held by 
the New York department some 
months ago. This would involve a uni- 
form charge against every policy, de- 
signed to reflect per-policy expenses 
regardless of policy size, There would 
also be, as now, a uniform rate per 
$1,000 for each type of policy, issue 
age and standard or sub-standard 
class. This would be the equivalent of 
very closely spaced gradations. 





Mass. Mutual Correction 


The first-quarter ordinary sales fig- 
ure for Massachusetts Mutual was 
$154,531,352, not the $54,531,352 amount 
shown in an item in the April 22 issue. 


Southern Round Table of 
LAA Elects Harwood 


(CONTINUED FROM PAGE 2) 
in a letter from President Elmo Walk- 
er. Union Life emphasizes quality of 
performance and service above every- 
thing else—“quality is our most im- 
portant asset’. 

E. J. Haling, Great National Life 
of Texas, told of his plan for speaking 
on job opportunities to graduating 
classes in marketing and journalism in 
southwestern universities. When mak- 
ing such talks he is usually accom- 
panied by the company’s local agent. 
He outlined the publicity and prestige 
values. 

Prudential’s child welfare program 
carried on in 11 western states was 
explained by William A. Colfe, director 
of public relations and advertising of 
the southwestern home office. “Child 
Safety Week” is observed in these 
states. There are 150 copies of a child 
safety film. Mr. Colfe said there is a 
field for health and safety work to be 
done by a company of any size, not 
just the large ones. 

Mr. Leavell exhibited the monthly 
magazine used by Guaranty Savings 
Life as a public relations organ. It’s an 
81% x 11, black and white magazine of 
12 pages. During the first year one 
city was “saluted” each month in the 
states in which the company operates. 
Copies are sent to the officials of cities 
that are publicized in this way. Copies 
go also to all of the editors of southern 
papers. 

Mr. Nelson, new round table vice- 
chairman, related problems that arose 
when Life & Casualty decided to con- 
struct a new 30-story home office 
building in the heart of downtown 
Nashville. He displayed a collection 
of newspaper stories that have ap- 
peared in Nashville papers regarding 
the building plans and the progress 
of construction. There will be an ob- 
servation platform on the 30th floor 
which will have permanent publicity 
value and afford an excellent view of 
Nashville and environs. A bulletin is 
published from time to time to keep 
employes up to date on building plans 
and construction progress. Life & Cas- 
ualty has been able to capitalize in 
many ways on the interest that resi- 
dents of Nashville have shown in the 
development of the structure. 

R. L. Hindermann, Pan-American, 
whose company in 1952 completed a 
new modernistic home office, a modern 
version of old New Orleans, traced the 
publicity steps taken by Pan-American 
at the time of the dedication cere- 
monies and during the months follow- 
ing. 

Howard Britton, Occidental of North 
Carolina, said his company is ap- 
proaching its 50th anniversary. The 
company is using local newspaper ad- 
vertising in which it includes outlines 
of animals that may be colored with 
crayons by children. A picture book 
of colored animals is offered. Mr. Brit- 
ton referred to the campaign as the 
Occidental’s “Animal Show”. 


Robert Lancaster, Life of Virginia, 
offered his ideas on how to turn down 
program and souvenir type advertising. 
When being asked for the purchase of 
space of this kind, Mr. Lancaster said 
that a captive audience is presented 
and there is thus an opportunity to 
explain the company’s budgeting on 
advertising programming rather than 
just resorting to a turn-down. 

The entertainment feature was the 
barbecue dinner at the Manco ranch 
30 miles north of Dallas. This was a 


typically Texas event that provided an 
unusual and enjoyable evening. 

Don B. Parkinson, Southwestern 
Life, presided at the “Promotion in 
Action” session on the second day. This 
was a further development of the 
former “Hot Idea” seminar. John Mc- 
Duff, State Reserve Life of Texas, 
traced the progress of his company’s 
juvenile “estate builder” contract, how 
it was marketed, the plans that made 
it successful. 

W. L. Page, Great American Reserve, 
explained his company’s 20th anniver- 
sary sales promotion plans found to be 
the most effective when the event was 
celebrated last January. 

Direct mail ideas were offered by 
Clarence E. Bishop Jr., Protective Life. 
Mr. Bishop recently recast his com- 
pany’s mail promotion program based 
on a three-foid card for juvenile pros- 
pects offering a feeding spoon and 
rattle for the baby in the family. It 
has brought a return of 15% of cases 
closed. Other successful mailings have 
been used for mortgage cases and there 
a memorandum book is offered. 

Prospecting plans included in a new 
recruiting manual just completed by 
his company were discussed by Mr. 
Leavell. Guaranty Savings Life spec- 
ializes in visual, package-type selling. 

The preparation of a sales kit was 
the topic of Mr. Hindermann. He de- 
scribed two new plans introduced by 
Pan-American during the past six 
months, one on a new savings policy 
and the other relating to mortgage re- 
demption. 

A&H sold by life men was discussed 
and visualized by Allan Cureton, Re- 
public National Life, by exhibiting and 
reviewing Republic National’s new 
A&H kit. 


Hal R. Marsh, Jefferson Standard, 
showed how agents use the visual sales 
manual in presenting Jefferson Stand- 
ard’s “Planned Protection Service”. 
The average size of the cases sold 
through the use of the manual has 
never been less than $10,000. K. Z. 
Wright, Jefferson Standard’s Dallas 
manager, demonstrated how the manu- 
al is used in the field. 

At the business meeting Mr. Marsh 
gave the report of the nominating com- 
mittee. Following tradition, Chas. C. 
Fleming, Life of Virginia, submitted 
the nominating committee report. The 
concluding event was a joint luncheon 
with the Dallas Advertising League at 
which LAA’s president, Mr. Thiemann, 
spoke on “Opportunities in Life Insur- 
ance Advertising”. 


Oakland Speakers Listed 


The annual sales forum sponsored 
jointly by Oakland-East Bay Life Un- 
derwriters Assn. and Oakland CLU 
chapter will be held May 19. 

Speakers are W. Thomas Craig, 
Aetna Life general agent at Los Angel- 
es; R. L. Nicholson, prominent indus- 
trialist; Robert A. Brown Jr., Pacific 
Mutual Life, Los Angeles; William L. 
Hardy, vice-president and agency man- 
ager of West Coast Life, and Dr. Robert 
E. Burns, president of College of the 
Pacific. 
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Tracy, Norton Join 
Central Standard as 


Agency Superintendents 
Central Standard Life has appointed 
Herman D. Tracey and Charles B. 
Norton superintendents of agencies. 
Both men started in life insurance 
in 1947, Mr. Tracey with Equitable 





H. D. Tracey C. B. Norton 


Society, Mr. Norton with Equitable 
of Iowa. 

Mr. Tracey is a CLU and a grad- 
uate of the LIAMA managers’ school. 
Recently he was with Ohio National 
Life. 

Mr. Norton became an agency super- 
visor after a successful career as a 
personal producer. In 1951 he joined 
Guardian Life as manager. 


Mass. Asks N.Y. to Lift 


Commission Restrictions 


The Massachusetts senate has adopt- 

ed a memorial to the New York state 
assembly, asking it to remove statutory 
restrictions on commissions paid to 
life agents, residing in Massachusetts 
and employed by companies doing bus- 
iness in New York. 
_ The memorial also has been passed 
in the house where it was reconsidered 
five days after it was originally de- 
feated. The New York assembly has 
adjourned. 

The memorial says sections 213 and 
213-A of the New York law restrict 
collective bargaining between life com- 
panies doing business in New York and 
employes residing and working in 
Massachusetts. Rep. Keenan of Boston 
said the New York law, because it pro- 
hibits any out-of-state company from 
paying any of its agents more than the 
New York law allows, has an adverse 
effect on Massachusetts agents of com- 
panies doing business in New York. 
Rep. Gibbons of Stoneham said the 
memorial could only result in resent- 
ment, since no company pays as much 
as the New York limit. 








Indiana Agents Elect 


Foreman, McLane 

(CONTINUED FROM PAGE 2) 
ganization would cooperate _inef- 
forts to secure more strict enforcement 
of the Indiana code. 

Mr. Hedges, speaking before the 
combined meeting, declared that the 
field of sole proprietorship insurance 
is the most neglected market in the 
country today. “The average sole pro- 
prietor is completely unaware of the 
legal problems his death involves,” 
Hedges charged, “and does not realize 
that money invested in any enter- 
prise is never worth more than its 
face value until you add a man to 
the business. 

The Leaders Club heard Eldon Ny- 
hart, H. E. Nyhart Co., pension plan- 
ning, Indianapolis list points to con- 
sider in planning a pension case, and 
Kenneth R. Bentley, general agent of 
Mutual Benefit Life, Danville, Il. 
describe the two-interview, planned 
income sales approach. 

Nate Kaufman, general agent, In- 
dianapolis Life, Lafayette, Ind., gave 
his work procedure for writing more 


than 100 cases a year. He uses key 
men in the local community, sells 
mostly to old policyholders, takes large 
and small cases alike, and adds four 
or five calls to a normal day’s work- 
ing schedule. C. B. Dutton, attorney, 
Indianapolis, said stocks and bonds 
always present a problem in valuation 
for estate puproses, particularly when 
they are unlisted. 

Newell Day, general agent, Equitable 
of Iowa, Davenport, Ia., declared that 
planned study will increase any man’s 
production by a minimum of 30%. 

The Leaders’ Club, long a $250,000 
qualification organization, voted to 
raise the figure to $300,000 begin- 
ning this year. 


Texas Life Convention 
Has Spring Meeting 


Texas Life Convention held its 
spring meeting at San Antonio, with 
President S. E. McCreless, president 
of American H. & L., presiding. 

The convention’s senior group heard 
talks by John E. Mangrum, vice-presi- 
dent and treasurer of Southland Life; 
P. J. Hennessy, president of Govern- 
ment Personnel Mutual Life, and Hollis 
Manlye Jr., supervisor of training of 
Amicable Life. 

Mr. Hennessy explained that in time 
of peace his company considers mili- 
tary personnel preferred risks because 
of the regular checking on physical 
condition. The company’s mortality 
under the CSO table during 1954 was 
41%, he said. Besides limiting the 
amount of insurance a man in service 
may buy, based upon rank and age, 
he said the company strives to avoid 
a concentration of risks in any one 
branch of service. Business is not 
written overseas or at ports of embark- 
ation. 

Mr. Hennessy explained a company 
writing military risks cannot proceed 
on the assumption there will be a cer- 
tain number of years of peace. He said 
that of those insured who were in the 
Korean war, mortality was 225%, total- 
ing 84% of claims paid. If private 
insurers do not provide protection for 
military personnel, the speaker warned 
the federal government will. 

In another session, James Saunders, 
Southwestern Life and Hilton Camp- 
bell, Republic National, discussed 
“Work Measurement”. New develop- 
ments affecting administration were 
considered by a panel consisting of B. 
A. Stevens, American H. & L.; Donald 
Hogue, Southland Life; Gil Whitfill, 
Great American Reserve, and Jack 
Pecore, South Coast Life. 





Model Anti-Tontine Bill 
Approved in Maine 


An anti-tontine model bill, endorsed 
by National Assn. of Life Underwriters, 
has been passed in the Maine legisla- 
ture and signed by Gov. Muskie. It 
prohibits a life insurer from paying 
dividends only to policyholders after 
a specified number of years and bars 
individual policies which provide that, 
on the death of anyone not specifically 
named in them, the owner or benefici- 
ary will receive payment. 

The governor also has signed: A 
20/40 group limitation bill that applies 
only to employer group cases; a bill 
reducing from 25 employes to 10 the 
minimum size of employer-financed 
group life plans; a bill increasing the 
facility of payment clause maximum 
from $250 to $500 in group life provi- 
sions; and a bill relating to death bene- 
fits paid by fraternals on account of 
children. The laws become effective 90 
days after adjournment of the legis- 
lature, which still is in session. 








Late News Bulletins... 





(CONTINUED FROM PAGE 1) 
specified amounts of insurance on his own life, and children under 6 months 
may be insured under policies which will increase to the $2,000 limit at the 


end of the first year. 


Select Name for New AGH Association 


Five committee chairmen of task force No. 1 of Joint Committee on Health 
Insurance have been appointed to help implement organization of the proposed 
new unified A&H trade association, which would be called Health Insurance 
Council of America, Inc. Bureau of A&H Underwriters and H&A Underwriters 
Conference would be combined into the new association, according to a joint 


committee recommendation. 


The committee chairmen are: Finance, W. L. Bates, Fidelity & Casualty; legal, 
Millard Bartels, Travelers; membership, J. H. Smith, Equitable Society; nom- 
inating, Jarvis Farley, Massachusetts Indemnity; planning, J. W. Scherr Jr, 


Inter-Ocean. 


Federal Life & Casualty Denies FTC Charge 


WASHINGTON—Federal Life & Casualty of Battle Creek has denied the 
federal trade commission charge that it falsely advertised A&H policies and 
moved for dismissal of the complaint, asserting that FTC lacks jurisdiction, 
An FTC release said the company declares the complained of practices are 
subject to the primary jurisdiction of Michigan and secondary jurisdiction of 
the 45 other states in which it is licensed. In addition, all advertising material 
is sent to agents, never directly to individual prospects. 


NALU Favors “Plan B” Cover for Servicemen 


WASHINGTON—National Assn. of Life Underwriters has gone on record 
with the House special committee on military personnel’s survivor benefits as 
favoring the so-called “Plan B”, provided there are substantial reductions in 
some of the benefits contemplated. The NALU viewpoint was presented by 
Louis J. Grayson, Travelers, Washington, D. C., chairman of the NALU com- 
mittee on affairs of veterans and servicemen. Further details of the NALU 


position will be reported next week. 








Penn. Mutual Names Lantz 
Agency Superintendent, 


Hance Organization Chief 


Penn Mutual Life has appointed 
James W. Lantz Jr. superintendent of 
agencies and James H. Hance director 
of new organization. 

Mr. Lantz, a CLU, joined the com- 
pany in 1938 and was named general 
agent at Long Beach, Cal., in 1952. He 





James H. Hance 


James W. Lantz Jr. 


and his agency won leadership awards. 
He is a past president of Long Beach 
Life Underwriters Assn. 

Mr. Hance joined the Stephenson 
agency of Kansas City last November 
and entered the general agent training 
program two months later. He has 
served as president of the Missouri 
and St. Joseph associations. 





Name Similarity Costs License 
The Texas department has revoked 
the charter of Bankers Security Life 
of Oklahoma because of the similarity 
of its name with that of Bankers Se- 
curity Life of New York. The New 
York company was licensed in Texas 
for several years before entry by the 
Oklahoma insurer. The only basis for 
the revocation was the name similarity. 


Cook Heads Mutual Benefit Club 


Paul W. Cook, general agent of Mu- 
tual Benefit Life at Chicago, has been 
elected president of the company’s 
National Associates. The group con- 
sists of the company’s top 25 repre- 
sentatives plus any general agents who 
qualify on the basis of their personal 





production. Mr. Cook is a life and 
qualifying member of the group. A. 
H. Kollenberg of Grand Rapids is 
vice-president and treasurer; William 
T. Larsen of Newark, is the third 
member of the executive committee. 





Elect Panella President 


Arnold L. Panella, Penn Mutual, has 
been elected president of Leading Pro- 
ducers of Northern California. The or- 
ganization formerly was known as the 
Quarter Million Round Table. 

Brice E. Fulgham, Pacific Mutual, is 
vice-president, and Jerome Kushnick, 
Occidental of California, secretary. 


NALC to Meet May 12 


Date for the meeting of National 
Assn. of Life Companies, the newly 
organized trade group of smaller insur- 
ers principally in the south, has been 
changed from May 9 to May 12. Ses- 
sions will convene at 10 a.m. in the 
Briarcliff hotel, Atlanta. 





Trasin Agency Secretary 


David J. Trasin has been appointed 
secretary of Midland Mutual Life. 
Since 1952 he has served as editor of 
Field Notes and The Builder, field pub- 
lications. He was with the insurance 
division of the veterans administration 
prior to joining Midland three years 
ago. 





Western & Southern in Cal. 


Western & Southern Life has been 
licensed in California. Several months 
ago the company unsuccessfully at- 
tempted to buy the majority of stock 
shares of California-Western States 
Life. Only recently Western-Southern 
sold the stock it acquired at $96 per 
share. Its original offer was something 
over $50 per share. 





New Cal. Insurer Planned 

The California department has re- 
served the name Protective Security 
Life for a new insurer to be organ 
there. Luckham & Grabow, Los Angel- 
es, are counsel for the applicants for 
the name. 
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in the American Pattern of PLANNED ACTION* 


*HENRY FORD is often referred to as ‘‘the man who 
put America on wheels.’’ One of the biggest factors 
in his success was that he determined a course of 
PLANNED ACTION and then followed it! 

You can be a pace setter today—if you are a man 
ready and qualified for General Agent responsibility. 
National Reserve Life, operating in the vast and rich 
region west of the Mississippi, is setting new expan- 
sion goals this year. We offer you unlimited oppor- 
tunity for a worth while and profitable career with 
our one hundred and sixty million dollar company. 
Contact us immediately for complete information with- 
out obligation. All exchanges of mutual information 
will be held confidential. Take ‘‘PLANNED ACTION” 
now and write us today . . . be a pace setter with 
National Reserve Life . . . Strong as the Strongest 
—Enduring as Rushmore! 


6 


H. 0. CHAPMAN, Pres., S. H. WITMER, Chm. of the Board glist 
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I Accident, Health and 
Hospitalization 


Fire and Property Lines, 
Miscellaneous Casualty 
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3 Reinsurance 
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Here is your 
‘department store of insurance 







Use the full facilities of Continental...one of America’s largest, most 
successful multiple line insurance institutions...to open up new 
markets, new opportunities to grow and profit by better, more com- 
plete service to your customers. 

For example, Continental makes it possible for you to offer protec- 
tion and specialized service for every AH & H need, including travel 
accident and special risks which do not fit into conventional under- 
writing practices. = 

Similarly, special plans are available for writing long 
haul trucking, bus lines, drive-yourself and other hard 
to place business, as well as reinsurance facilities, 
world-wide. 

Learn how Continental’s complete facilities can 
earn new profits for you in fire and allied lines, 
accident-sickness-hospitalization, life, miscellaneous 
casualty, surety and other lines. Ask for your copy 
of this new 36-page book. Write today! Dept. 317. 


Continental 
CASUALTY COMPANY 


310 S. MICHIGAN AVE. ¢ CHICAGO 4, ILL. 


ASSOCIATED COMPANIES: 
Continental Assurance Company ¢ Transportation Insurance Company 
United States Life Insurance Company 


‘America’s Department Store of Insurance” 





says Mrs. Richard G. Ainslie 
of Los Angeles, California 


‘‘When Dick was a college coach, I spent many 
thrilling hours cheering for his teams to win. 
I enjoyed the excitement of being a coach’s 
wife . 


**Yet I disliked the uncertainty of our life. We 
couldn’t buy a home and settle down like other 
couples because of the impermanence of Dick’s 
future . . . and his frequent trips with the team 
left me ‘alone much of the time. Then, too, 
Dick’s salary didn’t provide for the kind of 
future we wanted. 


‘Discussing that future one day in 1948, Dick 
recalled a talk he’d had in 1943 with Earle 
Moore, manager of Minnesota Mutual’s Los 
Angeles agency. Earle had told Dick what ex- 
cellent opportunities a career in life insurance 
could offer, but Dick hadn’t been interested 
then he was still single and trying to join the 
Air Force. During those intervening five years 
they had written to each other, but it wasn’t 
until December, 1948, that we made the big 
move that changed our lives. Believe me, when 
Dick told me what a grand future Minnesota 
Mutual offered us, I was all for it. We most 
certainly haven’t regretted that decision . . . 


**Instead, we can cheer for our own team now! 


“‘In five short years my husband has developed 
a successful career—like the one he enjoyed as 
an athlete at Purdue University, where he won 
varsity letters in football and baseball and 
— these sports following his graduation in 
1939. 


*“Now, with Dick’s insurance selling career, we 
enjoy financial earnings beyond those of even 
top-flight coaching positions . . . we own a beau- 
tiful home, we are looking forward to a secure 
future. We also have the time to enjoy a well- 
rounded social life, a close family relationship 
with Paul and Susan, and the contentment of 
being able to give them all the advantages of 
good home environment. 


‘‘Most important—selling insurance isn’t just 
‘a job’ to Dick. He finds real satisfaction in 
helping other families safeguard their futures 
through life insurance. He likes the opportunity 
(with ceilings unlimited!) for aaa 
and for increased financial returns . 


“Ts it any wonder we’re solid iiainiaiea Mutual 
fans?” 


Richard G. Ainslie graduated from Purdue University, Indiana, in 1939 with a B.S. degree and 
three letters in baseball and football. He received his M.S. degree there in 1940, studied 
later toward his Ph.D. ot the University of Southern California. .* hype assistant coach 


hi, 


d a wartime 





ot Purdue in —_ then ¢ coach at Whitman College, W. 


tional Director at Wright-Patterson Field, ley to ‘ae ot Witten- 
burg College, Ohio, moving later to Creighton University in Nebraska. 
Joining Minnesota Mutual in December, 1948, Dick Ainslie sold $767,569 of insurance his 
first year, has maintained an annual average of ‘$939,000 since. In 1951 and 1952 he qualified 





: for the Million Dollar Round Table. ‘ Since 1948 he has consistently ranked among the Company's 
/ top 12 salesmen; in 1952 he was vice-president of the ‘‘M Club" for achieving the year's second 


highest renewal ratio; and for 34 consecutive months he has made the ‘'50 Club,"’ producing 
more than $50,000 of new business each month. His insurance in force now exceeds $3,314,000. 
Minnesota Mutual is justly proud of Dick Ainslie—as great a star in the insurance field as in 
athletics. 
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This letter, written 
by the wife of a 
Minnesota Mutual 
salesman, is pub- 
lished here as a 
deserved recogni- 
tion of the endur- 
ing contribution she 
and her husband 
old mute] diate mrohozelae! 
the continuing 
growth and prog- 
a on i) 
Company. 





